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Not “The Public Be Damned” 


But the Public Be Told and Sold on 


HUS far, the shoe and leather 
industry seems to have given 
little thought to the part 
which the public will play in connec- 
tion with the impending higher 
prices of footwear. And yet, if the 
public is not apprised of this in- 
crease in advance, is not reconciled 
to it, there may possibly develop a 
resistance at the begin- 


Higher Prices 


steel, and almost as much value as 
decreases in automobile prices, 
which almost invariably find their 
way into the news and editorial col- 
umns of newspapers in all parts of 
the country. 

Editors are more susceptible to 
propaganda when it is prepared in 
news form. Statements of fact 


should be reserved and not exagger- 
ated. Even the spacing between 
lines, or the fact that it has been 
written longhand instead of type- 
written, may spell the difference be- 
tween success and failure in getting 

your news into print. 
Publicity agents—men and women 
who make their living by serving up 
to the papers propaganda 





ning of next Spring’s 
selling season which will 
make the going difficult 
for a few weeks. 

The thought has been 
suggested that, after all, 
the retail shoe merchant 
himself is in the best po- 
sition to do this mission- 


PRICE OF Sikes 
GOING Away OF 
BECMISE PUBLIC 
1S EATING LESS 








ary work. Coupled with 
this is the additional 
thought that the logical 
medium for the dissemi- 
nation of this important 
information is the news- 
paper. 


in news form, are well 
aware of all this and plan 
accordingly. 


HE average man is 
not, however, so why 
not do the obvious and go 
to the newspaper editor 
for advice on how best to 
get it over? Ask him what 











PRACTING HIS 
LEATHER 











he feels at liberty to pub- 
lish as news; in what 
shape he would like the 
material prepared ; 
whether he will assign a 
reporter to get the facts 
and do the writing, or 
whether he wishes it to 





HE fact that leather 

prices have advanced 
and that there is to be, in 
consequence, a _ general 
increase in the price of 
shoes, has not yet been 
given space in any but a 
few of the metropolitan 
dailies. Yet this fact has 





come in the form of a 
quotable statement from 
the merchant or the local 
merchants’ association. 
Cartoons furnish an 
exceedingly clever propa- 
ganda medium, and this 
article had its inspiration 








as much real news value 


such as_ the New 


iron and 


commodities 
grain, fabric, 


Humor which helps the shoe industry. By Haenigsen in 
The cartoon bore the 


York Evening World. 
caption, “It Won't Be Long Now.” 


largely in the appearance 
in the New York Evening 
World of the one repro- 
duced on this page. 
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Toilet articles, such as perfume, handkerchiefs, shoe ornaments. These may well 
head the list as Christmas remembrances. In handkerchiefs particularly is there an 
opportunity to achieve novelty, and many of them bring a high price at retail, and a ; | 

correspondingly high profit. There’s a wealth of shoe ornaments on the market 








Artificial flowers 
come in fabric and 
in leather—in single 
blooms and in bou- 
quets of bright 
colors to match coat 
or gown 
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; Necklaces of artificial pearls, ea! 
N of plain and colored glass. mt 
\ are ee. quite a vogue r 
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HEN the hosiery department became a posi- ma. 

Wie force in the shoe store it was simply a vist 

manifestation of the principle that “one bot 

thing leads to another.” use 

When a customer enters a store she admits in- ( 

deed that. she is in a buying mood, susceptible to stor 

suggestion and if she must stop at the purchase of whe 

a pair of shoes it is because there is nothing else to sug: 

interest her and she goes out to another store where ciate 

she will actually begin to want everything she sees. O 

The latest in bags is the bag Then if the more a woman sees the more she will ture 
for the occasion—the under- buy and if there is one season when anything can that 
arm bag for morning, the be sold, it is at Christmas, certainly a little planning leav 
0p ge sy wos now will result in a lot of business when Christmas ot a 
ning. They can be had to buying reaches its high point. than 
match the shoe or the hat, There are a thousand and one specialties open to afuc 
sathaasia the shoe merchant's selection, any one of which will ie 

suggest itself as a good purchase to the woman . 

who enters the store. on 

assur 


There are many places in the store where gilts © How 
may be displayed with effectiveness—without sich Stow 
a display the store may seem bare in comparison with Sine 
department stores, and utterly lacking in the Christ- FF spenc 
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The hat ornament shown at the left fits naturally into the stock of the retail shoe store, 
because its style follows closely that of the familiar shoe ornament. Fancy scarfs are / 
always good, in silk and sometimes in wool. At the right is a leather vanity case holding 
all the requisites for a hasty manicure while on a trip 
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TO CHRISTMAS 


WOMENZ DEPT. 
help in the selection of gifts 


mas spirit. It doesn’t take much imagination to 
visualize a recipient as enthusing over a beautiful 
bottle of perfume, for instance. It is universally 
used and universally liked. 

Unless Christmas goods are stocked the shoe 
store will miss much in the Christmas excitement 
when the gift that captures the imagination and 
suggests in itself some recipient who would appre- 
ciate it has the center of interest. 

On these pages a few outstanding articles are pic- 
tured which will lead to the thought of many more 
that are now appearing in the market at prices which 
leave a goodly margin of profit without the addition 
of a single cent of overhead or selling cost other 
than what one is now standing. A few of each 
article bought, displayed and advertised enough in 
advance of Christmas to bring them to the notice of 
old friends is all that is necessary. 

And among old customers alone there is enough 
assurance of sales to warrant putting in such articles. 
How else can you do business with all those old 
friends whose pockets are bulging with Christmas 
money which, without any doubt, they would rather 
spend at a shop in which they have confidence. 






Hosiery, of course. And the chief thing to remember when 

figuring your Christmas hosiery sales is the gift box in which 

to place them after the sale, and the white tissue paper and 

red ribbon or tape. Have you ever thought of trying a combi- 

nation hosiery offer—three different colors—or maybe two 
chiffons and one sport 
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Pocket cigar and 
cigarette lighters 
constitute a fertile 
field for profit. They 
are ornamental and 
useful. Hundreds of 
men are taking kind- 
ly to the new types 
now on the market 
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Combinations of pencil 
and fountain pen to match 
—not too loud in color 
and degree of decoration, 
but good and substantial 
























Collar and cuff sets for in- 

formal wear, dinner coat 

and full dress. No man ever 
had enough of them 


The necktie tribe ts legion. 

with a lot of different patterns. 

good ones in accepted pattern and color com- 
binations—also some plain colors 


Generally speaking, 
the man likes “just 
gloves,” nothing fancy. 
There are grades to 
be had which retail 
as low as $1 and range 
as high as $5 





Leather cases into 

which the paper pack- 

age of cigarettes may 
be slipped 


Don't overstock 
Pick a few 


LOOKING AHEAD TO CHRIZETMAS 
BUSINESS IN MENZ DEPARTMENT 


Sor 


more scared with every passing day which brings 

Christmas nearer. Along about the last week 
he’s actually stampeded into buying somewhere and his 
natural tendency is to rush to friends. 

And nowhere in the retail field is there anyone closer 
to the customer than the shoe fitter. A man seems to 
take the shoe merchant into his confidence more because 
the man who is buying always has a number of pet ideas 
on what a shoe ought to be in the way of fit—there’s 
an interchange of ideas with the fitting of every man’s 
shoe, and if out of this comes a satisfactory fit with 
attending comfort a man feels he’s: certainly met a wise 
man who holds the same good ideas about footwear. 


Jy soore cared knows the male of the species gets 





When he turns to the shoe merchant he finds that he 
can buy for his lady as well as for a customer whom he 
must remember or a member of the family. 

This extra service is appreciated by the man, and 
on the other hand, when stocking men’s gifts, the woman 
who naturally goes to men’s shops to do her shopping 
for the men folks will be glad to be able to buy at a 
shop which is known by the man she is buying for. 

Right now is the time to get into the accessory field 
to become familiar with the possibilities and prices. 
There are plenty of long-profit articles which may be 
sold with a good margin to begin with, and which in 
the end after the Christmas shopping is over and when 
perhaps there are some articles left on hand will enable 
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Billfolds have a habit of wearing 
out and falling into disuse. Here’s 
a new type in which the bills re- 
cline at full length in the inside 
pocket of the coat. Not at all 
bulky and thoroughly attractive 
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Handkerchiefs for 
men are getting gaudy 
in spots, but the safest 
bets are the large plain , ; 
ones with perhaps a 
neat, drawn-work hem 
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In spite of what men say 
about liking any old kind of 
writing paper, you will see 
a glad gleam in his eye when 
he sees a nice box all of his 
ewn, with maybe his initials 
on it 























Umbrellas, walk- 
ing sticks and 
belts. Most men 
have one of each. 
At least they 
have one wum- 
brella until they 
leave it on the 
5.15. Belts are 
now appearing in 
fancy weaves and 
of fancy mate- 
rials. For sports 
wear, the fancy 
ones are going 
strong 


And hosiery, of course, not forget- 
ting the gift carton with its holly 
decoration. If you are trying com- 
bination offers in women’s hosiery, the 
same will hold true for men’s goods 


‘Sell articles like these to put Snap in your 
(Holiday Business. 


one to hold an attractive markdown sale at a time when 
business needs stimulation. 

Starting off with socks the possibilities range down 
through belts, golf bags, Scotch wool mufflers, gloves, 
cigarette holders in leather, cigarette lighters, stationery, 
umbrellas, canes, dress sets of cuff links and many more 
things that will suggest themselves to one who goes out 
in earnest to get some of the business that is so stimu- 
lated during the season of giving as to be just forcing 
itself on merchants everywhere. 


Cigarette Lighters—For a companionship article in a business 


done in leather, the leather covered cigarette lighter. 
smart models on the market. 


Gloves—The pigskin glove seems to be having wide vogue 
For smartness they are unexcelled. More men ought 


Widely 


nowadays. 
to wear gloves, whatever the weather. 
Pen and Pencil—Either separate or in combination. 
advertised, they force themselves on customers as fine gifts. 
Cards—In a leather case, cards make a quality gift. 
when displayed. 
gift selection. 


Dress Sets—The: one thing a man never seems able to keep— 
If he does keep them, he gets tired of the same ones 


cuff links. 


without knowing it until he sees a mew set. 








Some very 


They sell 
It’s up to the merchant to capture interest in 
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Getting More Shoes Sold Right 





Never Mind The Weather 


T a recent economic conference the sessions de- 
voted to a discussion of weather were by far 
the most widely attended. The reason was very 
evident in that merchants wanted advice on the ex- 
pectancy of weather in each season, and some 
scientific explanation of unseasonable weather. For 
hours the meeting continued, but the net result was 
“Weather is the most intangible of all subjects.” 

A study of a hundred years of weather reports 
reveals no chart helpful to merchandising. The 
weather has got to be taken as it is, and how it 
comes. Sometimes it can be prepared for, and 
then again, a month of unseasonal weather throws 
all store records off. 

In many parts of the country the month of Sep- 
tember was a loss at retail. One shoe man says 
that the weather in June for four years has been 
out of line with the merchandise which we have 
offered. Wet and disagreeable weather will not 
move whites and fancy footwear. This year that 
same merchant had a September season that was 
more like the month of August, and lost business 
thereby. The customer is in a double difficulty, 
not knowing whether to buy heavier weights as 
against future wearing, or light weights to satisfy 
immediate needs. Many stores are now planning 
their business despite the weather. 

It takes every bit of ingenuity that a merchant 
possesses to develop business in spite of weather. 
For example, Harold Underhill of St. Louis sold 
many pairs of overshoes in the hottest days of 















September, because he showed parents the need 
for completing the young lady’s wardrobe previous 
to her going away to boarding school. 

Day by day the effort has got to be made to move 
the merchandise, because present day business 
methods demand certain quotas to be rung up on 
the cash register every week and month. The sale 
not made is so much money lost, because business 
is figured on a narrow margin, represented by beat- 
ing last year’s totals at all costs. 

The thing to do is to make the most of the 
weather, adapt window displays to the quick 
changes, and make the business so flexible that 
whatever comes can be turned to a profit. As the 
comforts of civilization increase, stocks, as well 
as seasons, develop into one general type suitable 
for all times. Once all shoes, as well as clothing, 
were radically changed at the opening of a new 
season. Today what is worn in mid-summer may 
be equally wearable in the protection of a covered 
car any time. 


Yells at Wrong Time 


HEN a few square inches of leather wrapped 

around a cigarette lighter increases the price 
of the article $5, there must be something in the 
saying, “Nothing takes the place of leather.” 

At a cost of 12 cents for some simulated grain, 
or 18 cents for real reptile, these few square inches 
of leather jump the price of the lighter $5. That’s 
making the eye pay a stiff price for the improved 
appearance of an article of vanity. There is more 
utility in a box of matches, but the trick lighter is 
all the rage, so its extra price is not resisted. 

A man will think nothing of paying $12 for a 
lighter, and yell at paying $6 for a pair of shoes. 
If he hears that shoes have increased 25 cents a 
pair, he is in stubborn rebellion; but a few cents 
worth of leather multiplied fifty fold leaves him un- 
disturbed. He will buy a metal safety razor at 
twenty times the comparison value of a similar 
useful article without protest. He will pay $40 for 
a ticket to see an imitation fight and almost no 
price to fight the pavement 200 days in the same 
pair of shoes. 

Everything for effect—not one cent more for the 
greatest value ever given—an article called upon 
to contribute more to health, comfort and happi- 
ness—a lowly shoe. It is high time that he were 
told where he got off. If he were to be made 
pay for a shoe in comparison to its real value, there 
wouldn’t be a pair sold in America under $25. If 
some of the things for which he spends money were 
to be used as the measuring stick, the figure would 
go higher. It is high time that he paid something 
for the brains used in designing, making and fitting 
the most wonderful article of general use—the 
American ready-madé shoe. 
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Ups and Downs 


VERY advance movement in prices is followed 
by a sag in prices, until the slack can be picked 
up for the next progressive step ahead. That’s true 
of the chart in steel and stocks, as well as in leath- 
er. When factories are idle and there is no cut- 
ting, the leather man to keep his organization to- 
gether quotes a price to make it an advantage for 
the manufacturer to buy, make and stock shoes 
against contemplated orders. 

We are now in one of those in between spells—a 
few weeks of seasonal weather, the resumption of 
buying by the public and the stores, and the move- 
ment of stock and prices goes slightly upward. 
Such a movement is not injurious to a business 
such as shoes and leather. There is absolutely no 
speculative movement on basic commodities. 

What is moving prices upward is a real inter- 
national demand for leather. Here is what the 
New York papers had to say about the conditions 
in England: . 

“It is going to cost Britishers more to walk. 
Boots and shoes are going up in price. 

“The Executive Committee of the Federated As- 
sociations of. Boot and Shoe Manufacturers of 
Great Britain and Ire- 
land, in announcing an 
advance in prices, says 
the increase will affect 
every kind of footwear, 
as there has been an 
increase in the cost of 
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The ‘Reason Why 


N. HESS’ SONS, INC. 
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to help him get a better margin on the stock that 
he now owns in his store. 


Spring Comes Early 


T needs a touch of winter weather to make a 
man think of spring. That has been lacking 
this fall, but on or about Nov. 1 the minds of the 
trade will take a forward pass into spring. Spring 
opens in the sunny South even before Christmas. 
It makes itself known through footwear and sum- 
merish attire. As civilization progresses we will 
reach the point where it will be summer for some 


-twelve months around. 


A great opportunity is before the trade in the 
work of the Shoe Styles Conference of Nov. 1 at 
the Hotel Astor, New York. There will be less jazz 
and more sanity in the selection of colors for spring 
after last season’s colossal error. But with this 
conservatism must come also a liberal feeling to- 
ward new things. It isn’t good business to play 
black and sombre shoes alone. The first showings, 
therefore, in the South will be of great significance 
in pointing the way to the spring and summer op- 
portunity of 1928. 

Let the minds of the trade approach the Nov. 1 
Styles Conference with 
the thought in mind of 
preparing a style plat- 
form that will have 
sparkle and popular ap- 
peal, so that the St. 
Louis style pageant on 











leather, and shoes ac- 
cordingly will be more 
expensive to make. 
“Leather dealers say 
the world’s supply of 
leather is not keeping 
up with the demand. 
Another factor is that 
Russia has re-entered 
the world’s hide mar- 
ket as a keen buyer, 
and this has had a good 
deal to do with the 
threatened shortage.” 
Recent advices from 
Germany, Russia, 
France, Italy and Aus- 
tralia indicate corre- 
sponding higher levels 
in raw stock prices. 
This inevitably means 
a better price at retail. 
Now is the time for the 
merchant to get a 
slight profit advantage 
by allowing the price 











Baltimore, Md. 


There is no issue of the Boot AND SHOE ReE- 
CORDER that I do not read from cover to cover. 

The editorials alone bring me such an abundance 
of food for thought that when worked up into con- 
crete facts from which I ofttimes formulate new or 
changed plans, they prove of tremendous value. 

Through the medium of the REcorDER I am able 
to keep in continual touch with what is going on 
throughout the country as far as the “Shoe World” 
is concerned. 

Sincerely yours, 


(Signed) NED G. HESS. 


* aa * 


Many successful merchants regard the Boot AND 
SHOE REcorpDER as their business laboratory. 

They study there the experiments of other mer- 
chants and then formulate plans to suit their own 
environment. 

Mr. Hess knows that the modern business man 
studies cases just as the lawyer does. 

Each isswe of the Recorper is filled with inter- 
esting and adaptabe cases. 


> re so 


President. 
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Nov. 28 can be made 
the great starting point 
in the production of 
shoes for earlier spring 
wear, to be followed up 
by a most active De- 
cember, so that indus- 
try can get a head start 
on its year’s profitable 


business. The need of 
anticipation never was 
greater. 


With the turn of the 
new year there should 
be a new deal, shoewise. 
There is distinct need 
of stepping in 1928 
with something new to 
show and sell to shoe 
customers everywhere 
throughout the country. 
The public expects it. 
Good sense demands it. 
A real profit in 1928 
makes it absolutely nec- 
essary. 
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Light Grays and ‘Tans for Men 


More Colorful Tones in Clothing Should Help 





October 15, 1927 





the Sale of Tans Next Spring 


RECIPE 


To the males of the country, add 
derby hats and suits of dark gray, 
dark blue and even darker brown. 
Miz well and bake in a good autumn 
temperature. This makes an elegant 
explanation of the vogue of black 
shoes among men and will serve a 
large number of people. 

* * = 


VEN a cook book sometimes 
E tells the truth, but it needs 
clarifying when it does. In 
many sections of the country there 
has been noted this fall a strong 
swing toward the dark gray suit— 
oxford gray most tailors call it. It 
now develops that men have been 
buying these suits to wear with their 
derby hats! Yes, it’s as crazy as 
that and the same men who used to 
twit their wives about buy- 
ing a purple automobile to 
match a scarf, are now in- 
fluenced in their choice of 
suits by their desire to 
wear the formal derby. 

And with a dark gray 
suit and a derby hat, of 
course, there is little choice in shoe 
colors. It ranges all the way from 
light black to dark ditto. 

Other men who don’t wear derbies 
have been buying black shoes for 
two reasons—first to ape the well 
dressed man who does wear one; 
and, second, ‘because black shoes are 
economical. They can be worn 
morning, noon and evening and are 
in keeping with the darker toned 
autumn suitings. 


HUS far we have been dealing 

with history, which is important 
because it shows that many men, and 
among them the so-called style lead- 
ers, really have become conscious of 
the fact that there is a definite re- 
lationship between the various parts 
of their costume. 

That being the case, what kind of 
shoes are these men going to wear 
next spring? 

The big woolen mills of the coun- 
try, particularly those which spe- 
cialize in woolen suitings, have held 
their spring openings, and the highly 
important fact stands out that, with 
few exceptions, their leading fabrics 
show greund or base colors of light 
































grays and light tans, with which it 
is almost impossible to conceive of 
men wearing other than tan shoes. 

Not all men, of course, will wear 
tan shoes with these light colored 
suitings. And it is equally true that 
not all men will wear the light col- 
ored suitings. There is always a 
goodly percentage of. conservatives 
who will continue to wear the darker 
hued garments, with some of which 
tan may be worn and with some of 


their complement in much bepinked 
and perforated patterning in foot- 
wear. 

With this in mind, it is interest- 
ing to note that, while for spring the 
sport influence is strong in men’s 
suitings, the pattern units are gen- 
erally smaller and less glaring or 
distinct. 

Into the basic light grays and 
light tans have been woven pastel 
shades and even high colors in 
threads of silk or rayon. Stripings 
are somewhat narrower and the 
stripes are run more closely to- 
gether. Figures are a trifle more 
subdued except in the extreme sport 
stuffs. 

Woolen manufacturers feel at this 
time that spring will see a more gen- 
erous use of striped patterns in busi- 
ness suits in contrast with the fig- 
ured patterns in clothing for purely 
sports wear. The two types of pat- 


* terns will find common ground, how- 


ever, in cloth which is to be made 
up into the popular four-piece suits 
—coat, vest, trousers and knickers. 


F suit patterning is to be some- 

what more conservative next 
spring, then it is reasonable to as- 
sume that shoes will follow, which is 
confirmed by the opinions of some of 
the higher grade shoe manufacturers 
who already are beginning to think 
of their new lines. 

At this point it seems wise to 
point out that there will be no strong 
swing to the ultra conservative. It 
is to be merely a general toning 
down which will be more marked, of 


which black will be the best shoe course, in the higher grade lines than 


bet. 

It is much too early to attempt 
any guess as to the percentage of 
blacks and tans next spring but it 
is at least encouraging to feel that 


in the volume sellers. Extreme doggi- 
ness will hold over to some extent, 
just as the square toe is persisting 
in the face of what has been de- 
Scribed as a trend toward the cus- 


there will be suits which necessitate tomer last. 


the wearing of tan and a consequent 
end to the all black vogue which has 
reached the status of a shoe trade 


So much for America. 
What does England expect the 
well-dressed man to wear next 


plague. spring, important because of its in- 


In articles which have appeared 
from time to time in the BooT AND 


fluence on American styles? 
First and foremost, style investi- 


SHOE RECORDER there has been shown gators report the same trend toward 
te be a definite relationship between color lightness in men’s suitings. 


patterns in suitings and in shoes. 


First on the list they place light 


General} y speakin wide stripes, grays. Second comes a silver blue 
the 


pier and what 


conservatives as head of a long list of new blue 


call “loud” patterns in suitings find effects and the corresponding decline 
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in the demand for the staple blue 
serge. 

Third comes the brown family, be- 
ginning with pale shades of sand 
and running through biscuit and 
beige into almost chocolate brown. 

Novelty weaves are striking, but 
not loud. There are combinations of 
brown, beige and cream; combina- 
tions of black, white and silver gray; 
overchecks of gray and blue on a 
ground color of the oatmeal shade; 
brown with an indistinct overcheck 
of blue; silver gray with black and 
pale blue checks; marl with a very 
indistinct check combining beige, 
brown and red; and soft biscuit 
shades, scarcely one alike. 


ET’S go back to the past summer 
for a moment. True, it was a 

rainy one in the East, but even in 
the West, where the rainfall was not 
abnormal, it is significant to note 
that the sales of light weight felt 
hats for summer showed a decided 
increase. They came in light grays 
and light tans with raw edge or 
with welt edge. The majority were 
worn with the brim turned down all 
the way round. Conservatives 
turned them down only in front. 

Neckties were much milder as to 
pattern. The vogue of the big pat- 
terned neckwear seems to have spent 
itself and while colors are bright, 
patterns are smaller. The 
polka dot sems to have come 
back to life and bow ties, 
for wear with the vestless 
suit, were seen in increasing 
numbers. Even the haber- 
dashers catering to the con- 
servative trade now have 
three or four patterned bat- 
wings in their line. 

Colored shirts showed an 


increase with a correspond- \ 
ing decrease in the plain | 
white. Soft colors, either 


attached or detachable, also 
showed color and had long 
points which had _ been 
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T EN don’t like to be shabby and even the average man is about ready 
to break away from this assumption of his indifference. 

average man appreciates the meaning and moral of a clothes success as 
conspicuous as that of Mayor “Jimmie” Walker of New York. Mayor 
Walker is not an impressive man, nor a handsome man, nor an elegant nor 
aristocratic man. But Mayor Walker in this last year has developed the 
American and international reputation of being a well dressed man, a 
man not only smart but who looks it. * * * It is the psychological moment. 
Man is ripe for the awakening anent his clothes. 
smart man buys the orchids—and lives there a man with a soul so dead 
that he does not at some time want to buy his woman a few orchids? Or 
a woman so dead that she does not want him to be able to? 


(Reprinted from Men’s Wear) 


starched just enough to make them 
stay in place. Newspapers carry the 
story of a new shirt collar with the 
points reinforced with celluloid 
strips to make the collar lie smoothly. 
Crazy, perhaps, but indicative of 
the fact that men are feeling their 
way slowly toward dressiness and 
are taking an active interest in the 
details of their costume. 


How to Sell Shoe Trees 


HE Surpass Shoe Co. of Mon- 

treal feels that a decided part 
of their service is to see that the 
shoes sold are properly taken care 
of after they become the property of 
the wearer. 

W. B. Alexander, who manages 
the men’s shop on St. James St., esti- 
mates that 85 per cent of his cus- 
tomers are owners of shoe trees that 
he has caused them to purchase. His 
sales talk has one slant that is 











Men know that the 





Even the 








worth passing along. He takes it 
for granted that his customers want 
trees for every pair of shoes they 
buy, then proceeds to fit trees to the 
new shoes, explaining as he goes 
along how the full tree keeps the 
counter in shape better than the half 
tree, also that the full tree brings the 
arch back into shape, making the 
shoe feel like new. The clever touch 
to his talk is when he lays the shoes 
on their sides saying: 

“That, sir, is the position in 
which your shoes should be at night 
or when you are not wearing them. 
When they are in this position the 
air has a chance to circulate through 
this ventilated tree much better.” 

This argument goes across just as 
strong to the $6.00 customer as it 
does to the $12.00 man. That telling 
his customer to lay the shoes on the 
side is a clever piece of salesman- 
ship. 
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‘The entrance to the 


Shoe salon is flanked 


by beautiful show 


-windows. Evening 
shoes were shown at 


the opening 
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Genuine antiques, 
crystal chandeliers 
and soft carpeting 
make for an atmos- 
phere of unusual lux- 
ury—and one in which 
it would be difficult to 
question price 


Selling Shoes In A Louis XVI 
Drawing Room 


NSPIRED by Louis XVI, executed 

in pastel shades, spacious, and ex- 
quisitely furnished, this recently opened 
shoe salon in the store of Marshall 
Field & Co., Chicago, is like a luxu- 
rious drawing room in a _ palatial 
residence. The softer shades of mauve 
are carried out in the carpeting, and 
inviting divans are artistically placed 
throughout the room. Genuine antiques 
lend an air of distinction. Crystal 
chandeliers, which are in keeping with 
the elaborate period, illuminate the 
room and enhance its charm. Beauty 
and elegance permeate every corner. 

Perhaps the most remarkable thing 
about this shoe salon is the absence of 
stock from the customer’s view. Al- 
though there are tens of thousands of 
pairs of shoes within a few feet of 
this room, yet only a comparatively few 
beautiful patterns are artistically and 
sparsely displayed in an _ occasional 
carved show case or on charming low 
stools placed here and there. 

In the opening of this shoe salon 
Marshall Field & Co. seem to have car- 
ried out the plan of accentuating the 
modern rather than the past in cele- 
brating its seventy-fifth anniversary, 
for there is no finer example of the 
typically modern than this new shoe 
salon. 
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Stock Numbers for Every Pair 





Here’s a Simple System Which Gives All the Dope 


HERE are two usual objec- 
tions to keeping stock systems 
in retail stores. Oneis: “My 
business is too small and I do all the 
office work, as well as 65 per cent of 
the selling, window trimming, sweep- 
ing and a multitude of etceteras. I 
have no time for such things, how- 
ever good they may be.” The other 
is: “Things like systems, budgets 
and the like are all right for the big 
city store, where they have plenty 
of help, but not for a little fellow 
like me. I have been running this 
store for many years and know all 
that is worth knowing about this 
business.” 

There is only one answer. Either 
the merchant is absolutely indiffer- 
ent toward knowing the necessary 
details or else he has not worked 
out some easy way of finding what 
is really happening in that store of 
his. To the latter class, the method 
developed by Charles Kay is here- 
with given. His is a prosperous 
two-man, no-bookkeeper shoe store, 
located in that fine old seaport town, 
Gloucester, Mass. 

Very little extra work is required 
to operate this comprehensive way 
of checking what is selling, from a 
department, size and style stand- 


on Styles and Sizes Sold 


point and at what price and on what 
dates. The many advantages of 
having this information is quite ap- 
parent. So simple is the system that 
all the data is contained in a three 
by five-inch looseleaf book. 


O start with, the store is depart- 
mentized into nine departments, 
whose designation and stock num- 
bers are: . 
A—all women’s shoes. Stock 
numbers are 10 for high and 200 
for low shoes. 

B—all boys’ shoes. Stock num- 
bers are 700 for high and 800 for low 
shoes. 

C—all children’s shoes. Stock 
numbers 500 high and 600 low shoes. 

D—all men’s shoes. Stock num- 
bers 300 for high and 400 for low. 

E—all findings. Stock number 


1100. 

H—all hosiery. Stock number 
1000. 

R—all rubbers. Stock number 
900. 

T—all tennis. Stock number 
1200. 

S—all slippers. Stock numbers 
for men’s, 1300; women’s, 1400; 


children’s, 1500; boys’, 1600. 
Now look at a sample page of the 


loose-leaf book on which has just 
been recorded shipment of twenty- 
four pairs of shoes. The-sizes received 
being checked in and consecutively 
numbered from 1 to 24, as that was 
the number of pairs received. Size 
514% AAA is hereafter known as 
A240-1; 6 AAA will be A240-2, and 
so on. As each shoe is numbered 
different, A240-1 would be an abso- 
lute identifying number, it being 
the only one exactly the same in the 
store. Where two or more pairs on 
a size are received, as in the case of 
size 5% A, two corresponding num- 
bers, 13 and 14, are checked in the 
5% A space. 

As each shoe receives a distinctive 
number, it is only proper that this 
number should serve also as a mate 
number as well, so the numbers are 
written on the linings or scratched 
on the soles of both shoes. 


HEN a sale is made, all that 

goes on the sales slip is the 
number appearing on the shoe or 
hose or whatever is sold, and the 
price, for the details are all in the 
little black book. As a double check, 
the department from which the sale 
is made is checked on the sales slip. 
Every few days or once a week, at 
[CONTINUED ON PAGE 88] 
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Back-Stage with the Models 


What They Really Like in Styles—And Why 


By HELEN M. HANEY 


rT ADAME ig 
HAMILTON a 
JEFFRIES cer- B 


tainly knows how to put it 
over the boards,” was the 
unanimous opinion of 
“The Three Young 
Sports” models from the 
recently held Keith-Albee 
Boston Theater style 
revue. 

Kittie, at the extreme 
left of the picture shown 
on this page is wearing a 
three-eyelet tie developed 
in brown alligator, with 
adjustable shank, heel seat 
of rubber, and a 12/8 box 
heel. Her hosiery is of 
grain chiffon. Her coat is 
of brown velveteen, and 
her hat of fine felt. She 
is wearing a tweed frock. 

Model May, in the cen- 
ter, is wearing a one-strap 
in blue suede, with lizard 
heel of 16/8, and lizard 
trim. Her hosiery is gray 
chiffon. Blue tones were 
emphasized in her sports’ 
costume and her hat was 
of blue felt. 

Model Mabel, at the 
extreme right, is wearing 
a tie in autumn brown 
suede, with brown kid 
tongue and trim; 14/8 
heel; her hosiery is of 
grain chiffon; her hat is 
of brown suede; her frock is a ray- 
onized tan and brown mixed fabric. 


“ Y do all of you wear chif- 
fon hosiery with sports cos- 
tumes?” was asked. 

“Because we like to wear chiffon 
hosiery all the time,” chorused the 
three models. Their reply may serve 
to tell the retail shoe merchant how 
the stocking style wind will blow 
this Fall and Winter. 

“Madame Hamilton Jeffries knows 
how to act in the midst of confusing 
scenes back in the dressing room,” 
all agreed, and also contributed the 
self-evident information that “she is 
a tireless worker, has a fine stage 
presence, knows her job, has a sing- 
ing voice of unusual beauty, and a 
clear speaking voice, so. that all of the 





A group of young sports in shades of brown and blue, on 
snapped back stage as they talked it over after the re- 
cently held fashion revue at the Keith-Albee Boston 
Theater. This style show was held under the direction 
of Madame Hamilton Jeffries and featured New England- 


made shoes and leather. 


girls in her act, and her audience, as 
well, understand what she is saying.” 

“The selection of the right type of 
model to display the various cos- 
tumes means much in any style 
show,” continued Mabel, and not only 
must the models be of the right type 
but they must be managed kindly as, 
well as firmly. This style revue of 
Madame Jeffries is different from 
any style revue where I have ever 
shown before. It’s just like a play. 

“First a long ‘trailer’ appeared. 
giving the name of the manufactur- 
ers of the shoes and other articles of 
apparel, the names of the local retail 
shoe merchants who distribute the 
shoes, and the names of the tanners. 
For instance, my shoes, made by 


.Stetson Shoe Co., are sold at the 


Stetson Shop. The shoes on the feet 


of the girl in the center 
of this group are made by 
W. F. Hooley Shoe Co. 
and are sold at the shoe 
department of the R. H. 
White Co., while the shoes 
on the model at the ex- 
treme left of the picture 
are sold at the shoe de- 
partment of C. F. Hovey 
Co. and are made by The 
Rickard Shoe Co. There 
were four tanners who 
showed — Hunt - Rankin 
Co., Griess-Pfleger Tan- 
ning Co., The Standard 
Kid Co., and A. C. Law- 


rence Co. The following 
shoe manufacturers 
showed: 


“rPrHE W. F. Hooley 
Shoe Co, Bresnahan 
Shoe Co., Ordway & Clark, 
Inc., Stetson Shoe Co., 
Rickard Shoe Co., A. E. 
Little Co., George B. 
Leavitt Co., Watson Shoe 
Co. and The Walk-Over 
Shoe Co. The United 
Shoe Machinery Co. fea- 
tured its Westcott soles 
sport shoes taken 
from the retail shoe stores 
of The Henry H. Tuttle 
Co. and Thayer McNeil 
Co., Boston. The Ipswich 
Hosiery Mills furnished 
the hosiery. The Rey- 
nolds Mfg. Co. exhibited the buckles. 
“Madame Jeffries’ opening num- 
ber was a ‘wow.’ It was a song en- 
titled: ‘After Many Years,’ and was 
written for her by her friend, Mrs. 
Helen R. Manson, wealthy society 
woman, and a member of the Vin- 
cent Club, Junior League. 

“Quite in contrast to the modern 
shoes which we displayed was the 
large collection of ancient shoes of 
the United Shoe Machinery Co., 
shown in several large cases, just 
within the lobby of the theatre. The 
large panel pictures, on either side 
of the entrance, were made entirely, 
trees, sky, ladies, their costumes and 
dogs, of pieces of leather. It took 
the scenic artist four days to do this 
jiob—some bit of concentration, I’ll 
say.” 
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Now My Idea is This 


Personal Opinions About This, That 


and the Other, Expressed by Leading 
Merchants in Attendance at the New 


York State Shoe Retailers Association 
Convention Last Week 


66 HIS shoe busi- 
ness of ours is 
different from 


any ordinary business, 
for it has a fitting as 
well as a selling prob- 
lem. The fitting prob- 
lem is serious as it costs money to safeguard the 
customer’s interest by having only capable per- 
sons serve them. If stores do not make suffi- 
cient margin of profit, they have not the means 
to employ the right type of salesmen, neither are 
they able to go out and get business properly or 
to finance their business correctly from any angle. 
A retail shoe business properly operated is worth 
anyone’s while. I have been in it for 20 years 


‘and am making bigger gains this year than in any 


previous year.”—K. W. Watters, Buffalo. 
* * * 


“If I were a retail shoe merchant in a small 
town, I would go to market every two months 
just to see what’s new. While I am in a big 
town, competition forces me to step lively, so I 
must go to New York every few weeks, if for 
nothing else than to dust my brain off.”—T. L. 


Rogers, Buffalo. 
* * * 


“The store that makes everyone who comes 
in feel the same welcome they would get in a 
private home, is impressing its personality on its 
trade. The small town merchant must expand out 
of his own town. To do this he must have shoes 
far different from the ordinary, and which fit so 
good that customers will come back. He must treat 
customers with such courtesy and consideration 
that they will bring their friends back with them.” 
—Mott B. Hughey; Watkins, N. Y. 


ok * * 


“With a background of thirty years selling 
shoes at retail, I define service now the same as 
I did in the beginning as, ‘Entire satisfaction to 
the customer.’ One must have the stock, know 
how to fit and be able and willing to do the thou- 
sand little things that make for complete satisfac- 
tion.”—C. H. Barton, Buffalo, N. Y. 


* * x 


“There is one peculiar thing in the retail shoe 
business that you can’t get away from, the years 
that you thought most about serving the public 
and least about profit were those years in which 
the most money was made.’—Burt J. Gosper, 
Elmira, N. Y. 

* * x 

“Going after business gets the business. Dur- 

ing the slack season when all the other stores are 


laying low is the time 
to get busy and make 
the big holler. By ad- 
vertising, pushing sales 
strong in closed seasons 
business can be had be- 
cause the rest of the 
merchants are busy crying. Holler when the rest 
cry is my motto.”—J. Gurewitsch, North Tona- 
wanda, N. Y. 
* * * 


“If customers and merchants are frank and 
free with each other, a big problem in the retail- 
ing of shoes will be solved. The better the cus- 
tomer understands the store and the better the 
store understands the customer, the questions of 
correct selections, correct fit and correct adjust- 
ments will be solved satisfactory to all concerned.” 
—E. P. Elitharp, Watertown, N. Y. 

* + + 


“Previous to my coming in the retail shoe 
business, I have operated grocery and clothing 
stores but the selling of shoes for the past 20 
years has given me a real thrill. The very com- 
plexity of the retail shoe business is what makes 
it interesting. There is no battle of wits in 
handing out sugar and potatoes like there is in 
selling a young girl a pair of shoes when she 
and her mother are at odds over the style. Yes, 
the shoe business offers a real chance to do some 
fast thinking.” —F. W. Fich, North Tonawanda, 
N. Y. 


* * * 


“One good convincing argument to use in 
getting a man to buy better shoes is to compare 
the price paid for shoes with the price paid for 
hats. Clinch it by showing the wear a shoe gets 
and the wear a hat gets. We have changed many 
a $5 customer to regular $10 customers by this 
comparison.”—Mrs. M. F. Carroll, Cohoes, N. Y. 

* * * 


“*T wish I was in some other business.’ This 
philosophy has strewn the highway with more 
wrecks than any other thing. .*The business I 
am in now is the best business on earth.’ This 
philosophy thoroughly believed in and possessing 
a man’s mind, body and soul, can make a desert 
blossom or make a success out of failure—even in 
the shoe game. One must think success himself 
and then dedicate his complete energies to that 
end. Thousands of successful merchants can 
prove it.”"—Wm. (Bill) Pidgeon, Rochester, N. Y. 
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Teasing the Boys 
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Middle Atlantic Association Adopts Novel Method 


illustrated below says, the Mid- 

dle Atlantic Shoe Retailers’ As- 
sociation will not be content with 
just an ordinary Style Show in the 
1928 Convention. This Association 
was not content with just an ordi- 
nary announcement of its 1928 
Convention. The teasers shown 
above the folder were mailed out to 
shoe merchants in Pennsylvania, 
New Jersey, Delaware, Maryland, 
Virginia and the District of Colum- 
bia at three-day intervals, the big 


J as the folder announcement 


AMBASSADOR 


JANUARY 











to Herald Convention 


folder following the fourth card and 
announcing that the Convention will 
be held in Atlantic City, N. J., at 
the Ambassador, Jan. 23, 24 and 25. 

This marks another step forward 
in the aggressive progress of this 
live-wire association. 

Cal J. Mensch, managing director, 
announces that the coming Conven- 
tion will reveal many new features 
and many new ideas never seen be- 
fore at any convention. 

This makes the third Convention 
held by this Association in Atlantic 
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“Hello Pegou! 
Have you heard 
about the 

hig event for 
Shoe Merchants?” 


“No, Tillie, 
tell me 
about il, 
Quick!” 


Ne te 


ties 


The 14" Annual Conven 
Exhibition 
Style Show 


of the Middle 
Atlantic Shoe 
Retailers Association 
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That 
reason must be obvious—that At- 
lantic City provides the most re- 
markable facilities and location for 


City in the past four years. 


a convention. Hotels are large; the 
boardwalk and amusements are in- 
viting; the air is healthful; and a 
goodly crowd is always there. 

Manufacturers have been notified 
that there will be 69 booths and 142 
rooms ready for selection, and al- 
ready a number of these have been 
taken by prominent shoe manufac- 
turers. 
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ARCH SUPPORTING 


COMBINATION LAST 
JSC rela al 


Cushman-Hollis Corrective Welts offer a degree of style and value most un- 
usual in shoes of this price. 

They are lasted to conform with Nature’s foot construction with reinforced 
counters at the arch. 

A popular line and a profitable one for the many merchants who sell them. 





‘| CUSHMAN-HOLLIS COMPANY 





Factory at Auburn, Me. Salesrooms, Albany Bldg., Boston 














17 SMITH ST. BROOKLYN 


The 
Autumn 
season, as 
always, 
brings forth 
the proverbial 
array of sport 
suits and materials. 


Here Lax and Abowitz 
excel, because of their 
deserved reputation for 

sport type footwear. 


Once again we present a new 
version of the oxford—“Dixie” by 
name—shown here in brown suede 

with, genuine alligator trim and heel. 
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O longer is uniformity the keynote 
of smart fashions, for clothes 
this season are more graceful, 

less masculine and certainly more diversi- 
fied in theme than they have been for 
many a season. Line and fabric mediums 
have been carefully considered by the 
French artistes who create the fashions 
for the world and the lovely things they 
have produced are by no means disap- | 
pointing this season. | 

An entirely new and different evening | 
silhouette is launched by Louise Boul- 
anger, whose evening gowns, it is said, 
were the loveliest in all the Paris show- | 1 
ings. This new bouffancy which most of 
her evening gowns evince, is exceedingly ( 
well accomplished in stiff fabrics such as 





If the street suit isn’t a 
of tweed, it may be of tt 
velvet, printed im L 
tweed pattern, such as B 
this one, designed by 

Boulanger and shown al 
here through the cour- se 
tesy of Bonwit Teller te 
& Company, New g 
York. The suit ts u 
trimmed with fur and St 
the skirt shows the 

new front drape treat- 5 M 


ment 
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they The two tone theme tm 

sap- dresses is far from 

dead. Vionnet has 

1ing here combined two 

oul- shades of jersey to 

said, produce this interest- 

ow- ing frock. Courtesy 

t of of Bonwit Teller & 

igly Company, New York. 

h as Premier presents 
this new and in- 
triguing pattern 
of brown suede 
and lizard. 

Two tone combina- 
tions in afternoon 
frocks are vyery 
much in favor this 
autumn with soft 
taffeta and moire. Quite the newest pone sol — 

— ° = ° . ( predominating. In 

isn't among these stiff evening fabrics is cos = dee oak os 

e of tume satin which is used not only by “Clarisse” compos- 

im Louise Boulanger, but by Patou and — two ae = 

rown, an laea 

h as Berthe as well. complement is 

by Almost every Paris house showed lace found. 

rN among their evening collections this Another smart 

yur - season with Chanel paying particular at- note in this shoe is 

ller tention to this fabric medium. The lace the hidden goring 
= canine Scale lish in the strap, which 
eu gown that in some way accomplishes an assures that trim 

is uneven hemline is one of the prominent fit so desired by 
and successes of the new season. fastidious women. 
the The international polo games at 

pat- Meadowbrook attracted one of the sea- 

son’s most brilliant assemblages. Both 
the society and theatrical worlds were 
very well represented. 
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According to fashion arbiters, eve- 
ning gowns this season will be more 
diversified in theme. 


Colors will be vivid and unusual 
and evening slippers, to fit in with 
the color ensemble, must be in 
harmony. 


With the evening mode thus 
definitely established, GEORGE 
BAKER offers the “Ardo,” with 
its delicacy of line, and made of 
the finest quality of white satin, 
which can be dyed any desired 
shade. 


De Luxe 
WHITE SATIN 
REGENT PUMP 
MADE OVER 


625 MEDIUM TOE LAST 
18/8 Spike Louis Heels 


$6.25 


Sizes Available 
AAA AA A B Cc 
Sto7’% 4% t0o7%2 4to7% 3%2to7%2 4t0o72 


GEORGE BAKER 


“SHOES OF CHARACTER” 


Made by 


GEORGE W. BAKER SHOE CO. 
343 Classon Avenue, Brooklyn, N. Y. 


MAKERS OF QUALITY TURN FOOTWEAR 




















a 
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E 


Soft, supple tweeds were easily the most 
favored fabrics for the suits and topcoats 
that were worn. The tweed suits, as a 
rule, combined a three-quarter coat with 
a skirt or dress of the tweed. 

Jersey was seen on every hand, some- 
times alone and very often in combina- 
tion with tweed or velvet. The sweater 
costume was by no means neglected, the 
newer ones combining plain skirts with 
knitted sweaters that resembled the tex- 
ture of tweed. There were also a great 
number of soft, wooly sweaters of the 
angora type. 

A significant number of transparent 
velvet dresses were worn, the greater 
number favoring the novelty printed 


types. 


Louise Boulanger ts 
responsible for the 
modern robe de style 
that is one of the 
classical gowns of the 
season. Here itis seen 
ina very supple metal 
cloth with a panelled, 
uneven skirt that is ex- 
tremely graceful. 
Imported by Lord & 
Taylor. 





October 15, 1927 


wires Olf 














15, 1927 


r 4s 

the 
tyle 

the 
the 
seen 
retal 
lled, 


 CX- 


OFA iy 








October 15, 1927 


The Louise Boulanger 
model in red costume 
satin, is typical of the 
silhouette from this 
house, having great in- 
fluence on the entire 
evening mode. 
Imported by Bonwit 
Teller & Co. 


Jersey becomes a noticeable favorite, 
especially in combination with a second 
fabric which is very often velvet, velve- 
teen or corduroy. And when two fabrics 
are not combined, very often two colors 
‘are used in a single frock. 

The vogue for tweeds and tweed effects 


- is expressed in multiple ways this season. 


Velvet has succumbed to the vogue for 
tweed effects, for some of the smartest 
new velvets are printed to simulate this 
material. 

A detail of great importance is fagot- 
ing; first introduced by Vionnet, it is now 
the favorite and effective trimming on 
frocks of satin, velvet and even those de- 
veloped in supple metallic fabrics. 
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one of gorgeous and color- 
To 


grace this new mode ade- 


ful evening fabrics. 


quately, footwear must 


harmonize. 


Unity has sensed the trend 
a de- 
lightful slipper made of 


with the 


imported tinsel dyeing bro- 


cade. 


cially made to take tints of 
With a set of 


color dyes, you can prepare 


any color. 


any desired shade, and thus 
meet any color requirement. 


“Polygana,” 


Pe A ee TT i 
slag 


The coming season will be 


This material is espe- 
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BusterBrowns 
he Children come 


— . ace ? 
This is a reproduction of a Brown Shoe Company advertisement of two 
pages in color which appeared in the October 15th issue of the Saturday 


Evening Post. Shoe Health advertising will appear regularly in full 
pages in the Saturday Evening Post and Ladies’ Home Journal. 























“Shoe Health” advertising covers the entire Brown Shoe Company 
line including: 


Brownbilt Shoes for Men and Women 
Buster Brown Health Shoes for Boys and Girls 
Brownbilt Flexible Rigid Health Arch Shoes for Women 
Brownbilt Ideal Arch Shoes for Women 
Brownbilt Foot Science Shoes for Men 


AND ALL OTHER BROWN-MAKE SHOES 
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that Advetrtises You. 


Brown Shoe Company Inaugurates a New 
Advertising Campaign that Emphasizes 
Your Importance as a Shoe Retailer 


Brown Shoe Company’s new advertising campaign centers around 
the “Health Idea.” This is timely because never before has there 
been such eagerness on the part of the public for health information. 


A new term has been created— 


“Shoe Health” 


The advertising shows how important shoes are to the general 
health. Jt brings out the importance of the shoe retailer by empha- 
sizing the fact that proper fitting is the all important factor in 
enjoying Shoe Health. It urges the public to choose a shoe retailer 
with the same care that is used in selecting a physician or dentist. 


So that the public will instantly recognize those stores which offer 
“Shoe Health’—that is the right shoes, plus proper fitting—we 
have prepared a beautiful emblem in colors which is reproduced in 
the advertisement on the opposite page for retail store fronts. The 
emblem directly connects retailers with this unique advertising. It 
distinguishes them as retailers who give a plus service. It builds 
prestige—confidence. It is supplied through application to our 
salesmen. 


A comprehensive merchandising plan built around this advertis- 
ing has been prepared. Undoubtedly retailers who display the 
emblem enjoy a distinction that will build increasing volume and 
profit. 


Write or wire Brown Shoe Company to send a salesman, to explain 
in detail the many benefits to be derived by identifying yourself 
with the “Shoe Health” plan. 


Drow Saoe Gowsgarwy 


Manufacturers Saint Louis 
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REPCO STRETCHERS 


Standard Equipment 
In Every Good Shoe Store 







% COMPLETE stock of Repco 
STRETCHERS is a distinct asset 
| to every shoe store. To have 
2 all sizes of stretchers is al- 





~* 
A) 


most as essential as a full run of sizes of 


a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 





Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco STRETCHERSare carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your nearest 
Finpincs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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Jeanne Mule Pump 


Midnight-Blue Kid 
Gun Metal Lustre 
Blue Flower Velvet 
Black Flower Velvet 


$4.25 


Black Patent 
Black Velvet all Sheba 
Blue Velvet “ : 
cive Brown Ooze, Reptile Trim 
sewer mee ar Black Ooze, Gun Metal Trim 
‘SE $4.35 
19/8 Spike—A-B-C Patent Leather, Gun Metal 
Lustre Trim 
A-B-C Spike only 


84.00 
Just as a dash of seasoning peps up one’s 


tage victuals, a few new patterns right now will 


Brown Ooze 
Black Ooze 


= a inject renewed activity into your business. 


Patent Leather 
Black Satin 
Opie ent Cuben—A-B-0 These shoes offer the advantage of smartest 
Pauline style, plus wanted color—a combination 


(Plain One Strap) 
that’s bound to show a profit. 


If you aren’t acquainted with Merchants’ 
Shoes, now’s a good time to try them out. 


Yours truly, 


Geo. M. Rosen, Gen’! Mer. 


MERCHANTS SHOE CO. 


Brown Ooze 
Mid-Blue Kid 
Brown Kid with 


a 57 Lincoln St. 
Spike and Cuban—A-B-C BOSTON, MASS. 


No initial orders for less than 12 pairs 
on a atyle. 

















BOOT AND SHOE RECORDER October 15, 1927 


\Foorwear)| Cite) 


TRADE MARK 





Light, Airy One Straps 
With Leather Heels 


Cut over the same base pattern, and 
built over the same special measure- 
ment last that has made our one 
straps noted for their exceptional fit- 


ting qualities. 


Here's a shoe that should interest 
the dealer looking for a beautifully 
plain, yet practical dress shoe, that 
will interest the woman who ob- 


jects to covered heels. 


B288 Black Glazed Kid Like all W. B. Coon Co. shoes it is 
B289 Patent Leather made with a high grade sole leather 
counter that is lasted in wet, and, 

One strap sandal, 209 last, 14/8 leather ; 
when dried out produces an exact 


heel, light fibre top lift. Light weight 
welt construction, built-in steel arch sup- reproduction of the body of the last. 


porting shanks. 
It is quality features such as this that 
help make the W. B. Coon Co. prod- 


uct such wonderful fitting shoes. 


Price $5.00 


In Stock 


Widths AA to EEE 
Sizes 34%4 to 10 
Both the patent and glazed kid are 


on the floor now, ready for immedi- 


ate delivery: 


37 Canal St., Rochester, N. 
Chicago Office: 189. W. Madison St. 
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. 2 
Another Reason . 
We tan our leathers. We buy the , TR, OT 


character of hides, use the tanning 


materials and the process of tan- B l U C K 


ning to produce the BEST wear- 
ing leathers it is possible to pro- 


: duce—not leathers to sell, but R J R 
: : : J&K. 


leathers to put into “Star Brands.” 


Kins ARCHMAKER 


1 ® Roperts, Jonson o1 
43 St. Louis, Mo. Dr. WATKINS 
PAZ FLEXIBLE ARCH 


of POLL PARROT Shoes 
Ao Wa AND 

4) STARLIGHT Zelts 
ALLSTAR BRAND'SHO 


AND 


“STAR BRAND SHOES 
ARE BETTER” 


BETTER SHOES FOR YOU TO BUY AND SELL 
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The 4 Requisites 


Ample facilities and capital to 
manufacture well and economically. 

Editorial superiority. 

Paid subscribers having maximum 
purchasing power. 

Reasonable rates for service 
\ rendered. 











A cordial invitation is extended to all manufacturers 


and advertising agents to visit the various plants of the 


UNITED 
PUBLISHERS 


| 
| 


D 


INI 
IUUANNUUUUUAUUTAUU ATAU 


Philadelphia Plant of U.P.C. 
N. W. Cor. Chestnut and 56th Sts. 
_ Headquarters Chilton Class Journal Co. 


ASN IWED 


ne ed “yn SURE NSS * 


ww se st set keh tik 2bL Me waa s #& 4 Ada, 

























I 4 


Sts. 
— Co. 
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Advertising in 
EPC: Publications > 


HERE are many reasons why business publications 4 

are valuable adjuncts to industry, but there aré four “ 

cardinal reasons why many are valuable to the 
advertiser. 






32 59. 
ee 2-4 
N Go? 

2 
ro are) 








When selecting media it is profitable to remember that 
reader interest based on a paid subscription list which 
represents a purchasing power is seldom obtainable unless 
the publisher has ample capital and facilities. Under 
those conditions it is possible to produce publications of 
great excellence editorially and mechanically and make the 
advertising rates reasonable. 

























U.P.C. publications are built upon this policy and their 


success is undeniable. 
N. Y. Building 
A. C. PEARSON 


Chai f the Board of of U.P.C. BA 
airman of the oard o - : 2 \ ora 
, ; haa ©. Mis. 
the U.P.C. 239 West 39th St. oa : Tht eave 
President of the Textile se 5 — 


Publishing Co., N. Y. C. 


FRITZ J. FRANK 
President of the U.P.C. 
President of the Iron Age 
Publishing Co., N. Y. C. 


Cc. A. MUSSELMAN 
Vice-President of the U.P.C. 
President of the Chilton 

Class Journal Co., Phila. 


F. C. STEVENS 
Treasurer of the U.P.C. 
President of the Federal 
Printing Co., N. Y. C. 


Drygabdsman 
—— 
ee. 











































| of mon BOESE has joined the sales- 
force of Foot, Schulz & Co. and will 
make Grand Forks, N. D., his head- 
quarters. He will travel part of North 
Dakota and Eastern Montana. Mr. 


Boese formerly covered this territory 
for the B. F. Goodrich Rubber 
(UTPS.) 


Co. 


E. BRUDER, 

* who was con- 
nected with Jo- 
hansen _ Bros. 
Shoe Co. for al- 
most 20 years, 
during the last 
twelve of which 
he has_ repre- 
sented them in 
Texas, recently 
returned to St. 
Louis from a five 
months’ automo- 
bile tour, which 
had taken him all 
over the Pacific Coast and the entire 
Northwest, and joined the sales organ- 
ization of the Moore Shoe Co. He will 
continue to travel the “Lone Star 
State” for the Moore Shoe Co., and in 
addition will cover New Mexico. “Jack 
is enjoying excellent health,” says 
Secretary Fred Marx, “is enthusiastic 
over his new line, and I am sure that 
his many friends in the section which 
he is covering for the Moore Shoe Co. 
will welcome his return to the trade.” 





J. E. Bruder 


LAT. i. 
HERRING, 

who has had a 
very broad expe- 
rience in the Cin- 
cinnati market, 
both in selling 
and manufactur- 
ing, now repre- 
sents the Xenia 
Shoe Co., makers 
of medium-priced 
welts and Mc- 
Kays in Virginia, 
Maryland, East- 
ern Pennsylvania 
and a portion of New Jersey. Mr. 
Herring was formerly vice-president of 
the P. Sullivan Co., Cincinnati, until 
the liquidation of their business. He 
is a hard worker, has the respect of the 
trade, and the entire confidence of the 
Krippendorf-Dittmann Co., which com- 
— controls and operates the Xenia 
hoe Co. The Krippendorf-Dittmann 
Co. feels that in acquiring Mr. Her- 
ring’s services they have greatly 
strengthened their selling organization, 
for Clay has a large number of friends 
who have been loyal to him for many 
years. His 20 years of traveling in 
the territory he is covering for the 
Xenia Shoe Co. has given him a thor- 





Clay M. Herring 


BOOT AND SHOE RECORDER 


Who’s Who on the Road 


“Personal Friendship Costs Money—Business 
Friendship Pays Money! 


By HELEN M. HANEY 


ough knowledge of the demand in that 
= for shoe styles and shoe ma- 
terials. 





A. J. Fogarty 


J. FOGARTY, who for the past 


@ seven years has been connected 
with the Endicott-Johnson Shoe Co. in 
the Cleveland and Cincinnati territory, 
has taken over the Cincinnati district 
territory for the Hamilton-Brown Shoe 





Thoughts on Salesmanship 
(From “The Mayer Merchandiser’) 


Business friendship and per- 
sonal friendship are as different 
as day from night. 

Personal friendship marks the 
pleasant order-taker who gets 
“his share” of the business and 
costs himself a good many hun- 
dred dollars a year. 

Business friendship marks the 
man who earns big money. He 
is a business man on the road. 
His stock of funny stories is lim- 
ited, but he knows business. He 
knows more about running a store 
than the average dealer in his 
territory—and he has some 
mighty good information to give 
out on every trip. , 

When he comes, the dealer 
learns something that means 
money. An idea for a series of 
ads that brings the business beats 
a dozen funny stories or cigars. 
The most interesting thing a 
dealer ever heard is 2 way to 
make another dollar. 

Personal friendship obligates 
the dealer to a “nice little order 
—a share of the business.” Busi- 
ness ie mg gets the bulk of 
the business because it creates 
business. 


,?? 
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Co. Mr. Fogarty enjoys wide acquaint- 
ance and confidence of Ohio retailer:. 
He possesses a very keen business judg - 
ment and is well qualified to look after 
the interest of dealers in his territory. 
He has been a close observer of the 
growth and importance of the St. Lou's 
shoe market. Mr. Fogarty’s headquay- 
ters, for the time being, will be 443 
Milton Street, Cincinnati, Ohio. 











OB DUFFY, 

who for six 
years has _ cov- 
ered St. Louis 
and all of Mis- 
souri, including 
St. Louis, Illinois 
and Kansas for 
Brauer Shoe 
Co., is now repre- 







































senting the 
Moore Shoe Co. M 
of St. Louis in p? 
this a. = 
is repo that : 
Bob has already — 4 
shown his new line to some of his Hi 
friends, who have strongly demon- th 
strated their approval of same. Secre- on 
tary Marx writes: “Our business this M 
fall is better than ever and our cus- Ea 
tomers are enjoying a splendid trace. to 
All merchants who have received their ton 
initial shipments of fall shoes are re- len 
porting an increased volume and are tim 
beginning to place re-orders.  Inii- Bos 
vidual orders are not very large in : 
volume, but the great numbers of them 
are bringing the total to a figure much L' 
in excess of that of a year ago.’ Mid 
1 
mar 
HE Rochester the 
Association of aba 
Traveling Shoe char 
Salesmen have Tati¢ 
two candidates surr 
for_ president, ters 
namely, , .C. Mr. 
Edson and Chas. Ohio 
J. Vegiard, but Is a 
Clarke B. Row- Shoe 
ley, the present cover 
secretary - treas- and i 
urer, is as good indus 
as elected again, optim 
dema 





for his name ap- 
pears on both 
tickets. He was recently one of the 
speakers at the New York State Shoe 
Retailers’ Association convention. His 
topic was “The Relation of the T»av- 
eling Shoe Salesman to the R:tail 
Shoe Merchant.” The election will «ake 
place on Saturday, Dec. 31. On the 
Edson ticket for vice-presidents the 
candidates are: M. C. Smith, Tom F. 
Dorrity, C. W. Anderson and Howard 
B. Lentz; on the Vegiard ticket ar: ©. 
O. Fox, Joe W. Holmes, Adam O!ver 
and Enie Fink. 


Clarke B. Rowl«y 





















ly 


of his 
demon- 
Secre- 
ss this 
ir cus- 
trace. 
d their 
are re- 
nd are 

Indi- 
irge in 
»f them 
‘e much 
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N. COMER 

¢ of St.Paul, 

Minn., has joined 

the Twin Cities 

salesforce 

of Foot, Schulze 

& Co., and will 

i handle some of 

FA the larger ac- 

3 counts for this 

house. Mr. Comer 

is a former re- 

tail shoe mer- 

chant in _ the 

Lake Street dis- 

trict of Minne- 

apolis and was president in 1925 of the 

Northwestern Shoe Retailers’ Associa- 
tion. (UTPS.) 


Ww. N. Comer 


RANK DRUFKE, who has been 

actively engaged in shoe selling and 
shoe style building for the past 20 
years, covers the retail shoe merchants 
in the big cities for Huiskamp Bros. 
Co., Keokuk, Iowa. 


bem GARFIELD, son of Henry S. 
Garfield, both shoe travelers -for 
the A. E. Nettleton Co., is a benedict. 
The “other half” of the newly weds was 
Miss Gladys Sprague. The nuptial 
ceremony took place recently in New 
York City. 


Seemed P. LYNCH, publicity and 
personal contact man for the 
Hoague-Sprague Corporation, of Lynn, 
Mass., has recently been visiting the 
principal cities as far as Kansas City, 
including Cleveland, Pittsburgh, De- 
troit, Chicago, Minneapolis and Omaha. 
He reports a splendid reception on the 
Hoague-Sprague wrapped boxes, with 
the attractive, exclusive, design idea of 
carton for the retail shoe merchant. 
Mr. Lynch’s itinerary, before returning 
East, includes St. Louis, Memphis, down 
to Texas, including Dallas and Hous- 
ton, New Orleans, Birmingham, At- 
lanta, Cincinnati, and back home in 
time to attend the winter meet of the 
Boston Shoe Travelers Association. 


| Bye S. HALL, who for the past few 
years has covered the Central and 
Middle Western States 
manner and as district manager for 
the Endicott-Johnson Corporation, has 
abandoned that field of work to take 
charge of the Endicott-Johnson Corpo- 


in a_ special 


ration’s distribution in Detroit and 
surrounding territory. His headquar- 
ters are at 336 Lafayette Building. 
Mr. Hall is a charter member of the 
Ohio Shoe Travelers’ Association and 
is a past president of the Cleveland 
Shoe Travelers’ Association. He has 
covered the retail trade for 20 years 
and is well and favorably known in the 
industry. Mr. Hall writes that he is 
optimistic as to the future footwear 
demand. 


ATHARINE EMMET, wife of the 
late Robert B. Emmet, who for- 
merly traveled for the Interstate Shoe 
o., died on Sept. 30, just one week 
after the death of her husband. She 
was about 62 years of age. Mrs. Em- 
met had been in fairly good health un- 
til her husband’s sudden death, when 
she succumbed to heart failure. She 
leaves one daughter and three sons, one 
of whom, Robert I., travels for the 
Watson Shoe Co. 
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Here is a group of the Bringardner Shoe Co. sales representatives 
and executives, “snapped” during the recently held sales convention 


days. 


Reading left to right—Harry McGovern, Illinois and Indiana; 


C. K. Swenson, Northwest territory; Frank L. Barnes, Chicago; 


Frank Neekamp, Kentucky, 


Virginia, West Virginia; Gordon A. 


Brawley, sales manager; M. P. Bringardner, treasurer and general 


manager; Charles E. 


O’Donnell, 


designer of styles and factory 


superintendent; Hal Moon, Michigan; T. L. Simpson, Pennsylvania 


and New York States; Paul Stever, Texas: John M. Stanley, Ohio 











TS “Shoemakers of Logan” recent- 
ly held their September sales con- 
ference at the factory of the Bringard- 
ner Shoe Co., Logan, Ohio. M. P. Brin- 
gardner made the welcoming address, 
complimented the sales organization for 
their splendid work in the past season 
and gave some very interesting infor- 
mation regarding the rapid growth of 
the company and the tentative plans 
for expansion. Gordon A. Brawley, 
sales manager, outlined the new sales 
policies for Arch Govern and Vogue 
Footwear lines and explained in detail 
the new Customers’ Service Depart- 
ment created to assist merchants in 
merchandising the company’s product. 
Mr. Brawley also talked at length 
about the in-stock department which 
has been increasing daily to a point 
where the department now carries 
double the number of pairs that were 
formerly carried in stock. A feature 
of the meeting was the salesmen’s round 
table, at which plans, policies and 
styles were discussed. C. E. O’Donnell, 
stylist and factory superintendent, told 
of the changes that have been made in 
the factory organization; of the new 
equipment that has been added, and of 
the complete change made in some of 
the methods of shoemaking; the qual- 
ity of materials which are going into 
this company’s shoes was displayed. A 
delightful evening entertainment was 
devoted to a novelty, called an “Avia- 
tion Dinner,” which was tendered to 
the sales force and executive personnel. 
A trip through the factory and a re- 
view of the new line of samples was 
made; an entire afternoon was devoted 
to a discussion of lasts, patterns, and 
talks by salesmen. J. D. Vogel, secre- 
tary and credit manager, spoke about 
“The Cooperation of the Credit Depart- 
ment with the Sales Department to 
Make Satisfied Customers.” Interviews 
with factory representatives “ironed 
out” the individual problems of sales- 
men and their customers. Those pres- 
ent at this sales conference were: John 
M. Stanley, Ohio; F. A. Neekamp, Ken- 
tucky, Virginia, West Virginia, Mary- 
land and Washington, D. C.; Harry 
McGovern, Illinois and Indiana; T. L. 
Simpson, Pennsylvania, New York, 
Iowa and Nebraska; Hal Moon, Michi- 


gan, eastern Wisconsin; Paul Stever, 
Texas; C. K. Swenson, Northwest Ter- 
ritory; J. W. Kavanagh, Missouri, 
Kansas and Oklahoma; Frank L. 
Barnes, Chicago representative, all of 
whom started on their territories im- 
mediately after the conference. 


F. RICHARDSON, the well known 

e Central Western traveler, is re« 

ceiving the sympathy of the trade in 

the death of his wife, Ida B. Richard- 
son, who died on Oct. 1. 


HE Rochester Association of Trav- 

eling Shoe Salesmen at a recent 
meeting decided to have a dinner “get 
together” some time during Thanks- 
giving week, when the shoe trade pro- 
motion committee will propose a plan 
to form a large and general shoe trade 
organization in Rochester. Charles W. 
Anderson is the chairman of this com- 
mittee; A. J. McLeod and Clarke B. 
Rowley and Joseph Holmes were added 
to this committee, which also consists 
of the following names: W. C. Goodger, 
Bert Wahl, T. F. Dorrity, G. A. Schaub 
and Enie Fink. 


Re KING of Chicago, who for 
seven years was in charge of the 
Central Western interests of the A. E. 
Nettleton Co. in that city, where he 
was actively identified with the open- 
ing of the two retail shoe stores oper- 
ated in that city by the Nettleton com- 
pany, is now representing the James 
A. Banister Co. of Newark on the Pa- 
cific Coast. He will make his home in 
Los Angeles. Mr. King is popular 
with the trade of Chicago and through- 
out the Central States, and his many 
friends say that, with his fine person- 
ality, he will undoubtedly make as ex- 
tensive an acquaintance in his new 
territory as in his old territory. Be- 
fore leaving Chicago he extended a 
cordial invitation to all shoemen visit- 
ing California to “Come on out and 
bring your clubs when including Los 
Angeles in your westward itinerary.” 
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SPECIAL 
WILLOW CALF 


1928 Spring Colors for 


Women’s Fine Shoes 













WILLOW CALF is a Known 
Quantity with renowned Quality. 
It has the softness of kid, the color, 
richness and stability of calf. 

















SPECIAL WILLOW makes 
the uppers that shoe merchants 
and wearers prefer. 





































No. 265 White Jade No.268 Rose Blush 
No. 266 Honey Beige No. 269 Marron Glace 
No. 267 Plaza Grey No.270 Stroller Tan 









American Hide & Leather 
Company 


BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., Ltd., Northampton and Leicester, England, and Paris, France. 
CALF AND SIDE UPPER LEATHER TANNERIES 


Lowell Chicago Sheboygan Ballston- Spa Curwensville 
Dolliver & Bro., San Francisco, Cal. Agents for the Pacific Coast and Orient 
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Des Moines Shoe Association 


Approves 


Discuss Recorder Publicity 
and Out of Town Trade 
at Annual Meeting 


Des MOINES, IowA (UTPS)—The 
Des Moines Retail Shoe Dealers’ Asso- 
ciation held their annual meeting and 
election in one of Younker Brothers 
private tea rooms at 6.30 on Thursday 
evening, Oct. 6. 

After a stimulating and generous 
portion of Chicken a la King, the meet- 
ing was called to order by Herbert Bar- 
lass, manager of Younker Brothers 
shoe department, as the retiring presi- 
dent. The minutes of the last meeting 
having been disposed of, a report from 
the publicity committee was asked. 

It was generally conceded that the 
valuable data published in the Boot 
AND SHOE RECORDER for the month of 
September was indeed interesting, es- 
pecially the “Primer of Prices” in the 
September 17 issue. 

The matter of educating the public 
in regard to the cost of leather and 
other material entering into the manu- 
facturing of shoes was discussed quite 
freely. No definite program was 
adopted however, the members of the 
association feeling it wiser to await 
future developments. 

A check-up on the business secured 
from out-of-town trade on the last 
three days of the previous week was 
called for. Special advertising was 
placed in the mail edition of the papers 
for this purpose. 

Some of the members present thought 
that it had no noticeable effect on the 
proportionate ratio. Mr. Brecht of the 
Walk-Over shop stated that by actual 
records over a period of two years, his 
out of town trade amounted to 40 per 
cent. Every one, however, said that 
business on Saturday was very brisk, 
in spite of the extremely rainy weather. 
Part of this was probably due to visi- 
tors, who were disappointed in not be- 
ing able to attend the Drake-Simpson 
football game which was postponed, 
deciding to sepnd the time in shopping. 
Mr. Tefner of The Utica shoe depart- 
ment said that they had a considerable 
hang-over business on the following 
ly 

The "following officers were elected 
for the coming year: Frank J. Crapo, 
manager of Frankel’s shoe department, 
president Carl Seren, manager of Flor- 
sheim’s, vice-president; and James Ty- 
ler of Younker Brothers, secretary and 
treasurer. 

The Board of Directors selected, 
composed of seven members, were as 
follows: Herbert Barless, Frank Jac- 
ques, Milo Slade, Walter Arant, A. B. 





“Primer of Prices” 





A whole sermon is tersely 
expressed by Brother Baer of 
Columbus, Neb., who out of 
the fullness of his experience 
speaks thus: 

“Volume built up without the 
necessary Stop, Look and Listen 
danger signals as regards in- 
creased investment for mer- 
chandise, as well as the mount- 
ing overhead costs, is a snare 
and a delusion.” 





Crandall, Joseph Limoges and George 
Brecht. 

A noticeable feature in the selection 
of the three principal officers was the 
age. All three of these men are young 
in years, but ambitious and hard work- 
ers for the Association. Mr. Crapo is 
the retiring secretary. 


Three Cities Bid for 
Ohio Valley Convention 


CoLUMBUS, OHIO (UTPS)—An in- 
formal meeting of officers and a ma- 
jority of members of the board of di- 
rectors of the Ohio Valley Retail Shoe 
Dealers Association was held in Co- 
lumbus, Oct. 4, in conjunction with the 
annual meeting of the Ohio Council of 
Retail Merchants when plans for the 
1928 annual convention were taken up. 
Invitations for the convention were re- 
ceived from Columbus, Dayton and 
Cincinnati. The offers of each of the 
cities were canvassed and it was de- 
cided to leave the matter up to the 
executive committee to decide the place 
and time for the meeting. The execu- 
tive committee consists of M. C. Orr, 
Cincinnati; John J. Baird, Columbus, 
and P. J. Myer, Dayton. 

Those in attendance at the meeting 
in addition to the executive committee 
were J. J. Henry, Huntington, W. Va. 
president; Earl T. Smart, Marion, first 
vice-president; L. M. Wright, Spring- 
field, treasurer; Henry Hageman, Day- 
ton, director; ‘Allen Thirkield, Frank- 
lin, director; Austin Herman, Chilli- 
cothe, director, and Charles Seidenfeld, 
Murray City, director. 


Peoples Store Opens Dept. 


BALTIMORE, Mp. (UTPS)—An inter- 
esting shoe department has_ been 
opened in the new and second Peoples 
Department Store, at 952 Pennsylvania 
Avenue. 





Ties and Straps Best 
Sellers in Cincinnati 


CINCINNATI, OHIO—Local shoe mer- 
chants report business much better 
since the advent of cool weather. The 
brown family is looked upon as the best 
bet for late fall and winter. Alligators 
and suedes are going exceptionally well; 
brown and black kids are good; patent 
remains in the lead and satin is mov- 


| ing to some extent. Neat ties and one- 


straps are the best moving patterns, 
while pumps continue to move well. 

Sales on black and brown suede have 
been much better than was expected at 
the shoe department of the Mabley & 
Carew Co., Manager Kent Kernan re- 
ported. Black patent continues in the 
lead but the percentage is getting lower 
daily. Alligators are moving excep- 
tionally well in brown and to some ex- 
tent in black. Satins are going very 
slowly at present, but Mr. Kernan ex- 
pects them to move faster later in the 
season. In men’s shoes, approximately 
60 per cent of sales go to black, Mr. 
Kernan stated, although the darker 
shades of tan are gaining in popular- 
ity. 

The shoe department of the newly 
consolidated Denton-Jonap Co. is com- 
ing along nicely, according to Manager 
A. E. Gerhardt. Mr. Gerhardt lists 
brown suede as one of their biggest 
sellers and reports black suede very 
good. Smart ties of brown kid and 
brown calf are moving very rapidly for 
the Denton-Jonap Co., and one-straps 
in different materials are receiving 
plenty of attention. Black satin is mov- 
ing in spurts, Mr. Gerhardt said, with 
alligator doing likewise. Heels range 
from 14/8 to 18/8, Mr. Gerhardt said, 
with practically no calls coming in for 
higher heels. 

Brown kid is very good and brown 
calf is receiving many calls, according 
to J. E. Temple, manager of the Queen 
Quality Boot Shop. Brown and black 
alligators are being called for; brown 
suedes are very good; patent continues 
in the lead and a few satins are mov- 
ing, Mr. Temple said. 


James Manages 5 Stores 


CLEVELAND, OHIO (UTPS)—Jules 

James, known in the shoe industry as 
“six foot one James,” is now manager 

of five Ohio stores operating under the 
styles of Maison Maurice Inc. and 
Maurice Shops. Mr. James was for- 
merly salesman with the Globe Shoe 
Co. and Slipper City Shoe Co. in the 
East. 

The Maison Maurice Inc. store, 
Cleveland, Ohio, has recently been en- 
larged and altered in the shoe depart- 
ment. Soft cushioned tapestry chairs 
now line the sides of the recently con- 
verted shoe parlor. Stock is hidden in 
a rear room behind drawn curtains. 
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TO MAKE A SMART SHOE SMARTER 
Trim Your Pumps—Gores—Tongues—Step-ins with 


LE “AMCO” COLONIAL BUCKLES 


These new designs in metal buckles will speed up sales if added to your slow moving numbers, or 
give you an extra profit sale. 
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2535 plain $4.50 Dez. 











2542 Inlaid $6.00 . 'e 2561 Futuristi 


2611 Nugget $4.50 Dos. Pr. 2496B Imit. Bead $4.50 Doz. 2510 Nugget $4.50 Doz. Pr. 


Futuristic and plain buckles come finished in silver, gold, bronze and Gun metal. All others in sil- 
ver and black, gold and black or bronze and black. 


PRICED RIGHT ORDER NOW QUICK DELIVERY 
NO MORE LOST BUCKLES! The Hold-Tite holder is here! WRITE US ABOUT IT! 


ABE MANHEIMER & CO., Inc. 


COOK AVE. AT TAYLOR ST. LOUIS, MO. 
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109 READE ST. NEW YORK CITY 


FASHION’S NEWEST 
IN STOCK 











“ J o9 
The “Broadway ““d4udrey” 


Black Suede Calf, 19/8 Spike Heel, C Wide. 
Brown Suede Calf, 19/8 Spike Heel, . My ide. 
White Satin, 19/8 Spike Heel, 


alf -00 
3o78, Spike Heel. Short Vamp, Silk French Cord, Black Velvet, 19/ 9/8 Spike and 14/8 * Fun 
Kid Lined, 1 Piece Fierible Leather Inner, C wide. Gun Metal Calf. 19/8 Spike and i478 Junior 
Heels, C Wide 
Black ‘Paterit 19/8 Spike, 14/8 
wane and 14/8 Junior Heels, A, B, C 


Black Satin, 19/8 Spike, 

14/8 Junior Heels, A, B, C Width 
Modified Toe Last, Silk French Cord. Kid Lined, 
1 piece Flexible Leather Inner. 


“Gwen” 


Black Suede Calf, Gun Metal Patent Piping. . “Chick” 
Brown Suede Calf, Stroller Tan Kid Piping.. c 


Stroller Tan Kid Vamp, Brown Suede Calf 
Quarter, Kid Heel to Match Vamp . Black Suede Calf, Gun Metal Patent Trim. .$3.35 
Black Patent Vamp, Black Suede Calf Quar Brown Suede Calf, Stroller Tan Kid BL eeeoee 35 
,. Celluloid Heel “$3. 23 Black Velvet, Black Suede Calf Tri 2.85 
Semi-Modified Toe Last, Kid Lined, Piece Semi-Modified Toe Last, 1 Kid 
Flexible Leather Inner, 9/8 baer 14/8 Cuban Lined, 1 Piece Flexible Leather Inner, 19/8 Spike, 
and 14/8 Junior Heels, 14/8 Cuban and 14/8 Junior Heels, C Wide 


Many more snappy styles in stock. 
Samples cheerfully submitted. 


B. FRIEDMAN SHOE CO., Inc. 


109 Reade St. New York City 
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Saves from the 
“fall Stifle Book 
















Light Welt 
Style 887 Amber Alligator Calf $4.65 
Last 20 Heel 9} Leather 
Style 5037 Patent $4.35 
Style 408 Saddle Brown Calf $4.35 
‘Last 24 Heel 12 Leather 
AA to C Sizes to 8 














TECLA 
Zephyrwelt 


Style 5054 Patent-Moire Calf $5.15 
AAA to C Sizes to 8 






















PRINCESS 
Littleway 
Style 5017 Patent $5.25 
Style 159 Satin $5.25 
AAA to C Sizes to 8 
Buckle, Jet and steel cut beads 









ADELE 
Treadeasy Arch-Support 
Style 5063 Patent $4.90 
Style 758 Black Kid $4.90 

Last 7 Heel 144 Leather 

AAAA to D _ Sizes to 9 













Zephyrwelt 
Style 240 Black Suede (Cov. Heel) $5.50 
Style 752 Black Kid (Cov. Heel) $5.00 
Style 5055 Patent (Lea. Heel) $4.50 


ee, he fact that MINOR 
stifles are carried In 
é. Stock is evidence of? 


the efficiency of MUIVOR 
Merchandising Methods. 


RB PW Ninor6 Sonne 


Batavia, New ‘York 
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There is a real idea behind our new 


Spring 


1928 
Colors 


it is, first—two distinctive and original numbers 


No. 650—WHITE JADE 
No. 618—“BISCUIT” (Honey Beige) 


also a new, and our old, Rose Blush 


No. 901—FRENCH BEIGE (a new shade) 
No. 900—ROSE BLUSH (our old shade) 
and No. 625—OUR PASTEL PARCHMENT 


Neat, in accordance with the color card and good taste, two greys— 
No. 17—SHELL GREY 
No. 74—PLAZA GREY 


Then, our two shades of darker brown 


No. 3—STROLLER TAN 
No. 172—ANDORRA 


and finally, we believe that, as the season advances there will be an 
increasing demand for our 


RAINBOW LINE 


and our 


PHANTASIE PRINT LINE 


NEW CASTLE LEATHER CO. Inc. 


100 GOLD ST., NEW YORK 
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AOCHESTER 


SHOES 


Genuine Brown Alligator 


IN STOCK 


“Bolo” 


$7.25 


Goodyear Welt IS \-|_Y Special Process 


Stock No. A = es ; 7 Stock No. 
B 646 Api ss B636 


Sizes:—AAA 51/8, AA 414/8, 
A 4/8, B 3144/8, C 3/8 


25c additional for orders of less than 3 pairs 


Terms: Net 30 days 


We will furnish complete advertisement illustrating the 
above shoes, on request. 


THE MENIHAN COMPANY 


Pittsburgh Office: SHOEMAKERS FOR WOMEN New England Office: 


Draper Hotel 
Meney Motel Rochester, N. Y., U. S. A. 
W. A. BARNEY LLIOTT LA MONTAGNE 
New York Office: 846 Marbridge Bidg. San Weaneiee omen, Plaza Hotel 
B. W. MOYLAN . & KUSHINS 


Cleveland Office: 1599 Union Trust Bldg. Los Angeles ‘Omens 107 East Sth Street 
A. F. JENKS Cc. E. VanDEGRIFT 


Chicago Office: Majestic Hotel Detroit Office: Book Cadillac Hotel 
F. J. SATEK ; H. P. CALVEY 
Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 
Send for Catalogue for Other Styles in Stock 
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Chiropodist-Merchant 
Cooperation Urged 


FonpD bu Lac, Wis.—“Chiropodists 
should be fair with the shoe retailers 
and when a shoe merchant has sent a 
patient to you return that patient back 
to him for shoes and not to another 
dealer who may have a pet brand of 
shoes to your liking,” was the advice 
given the Wisconsin Chiropodists As- 
sociation at the annual convention held 
here Oct. 2 and 3 by Dr. Arno W. 
Krieger of Milwaukee. 

“Please give thought to the many 
shoes on the market called corrective. 
Some are rank imposters, others fairly 
well constructed to fit and a few excep- 
tionally good,” Dr. Krieger said. “This 
teaches us that the public is awak- 
ening to its foot requirements. Many 
chiropodists are in the dark regarding 
a proper fit and so likewise are the 
shoe merchants. I would advise you 
chiropodists that you have no fixed 
ideas regarding a shoe fit, let some 
competent shoe man you have confi- 
dence in, do your fitting. 

“The greatest volume of business 
that comes to our office is traced or 
rather can be traced to footwear. Mus- 
cular weakness of the legs and feet is 
produced by poor circulation and the 
greatest causative factor responsible 
is footwear. Shoes being invariably 
sold too tight, there is a lessened blood 
supply to the various structures of the 
lower extremities. Short stockings are 
a less important part to consider in 
correcting feet and should not be neg- 
lected. Garters of the circular pattern 
are to be avoided for they help produce 
weakened muscles. Weak ankles are 
most due to small-shoes. The short 
shoes and stockings are directly respon- 
sible for the prevailing corns and cal- 
louses, anterior metatarsal pains, Mor- 
ton toes, and bunions. 

“Shoes for patients with foot trou- 
bles should be loose enough not to re- 
strict circulation, should fit snugly at 
heel, the toe should be fairly broad, 
arch or shank should be firm, all shoes 
should be fitted from the heel to the 
lesser toes and never from the heel to 
the ball of the foot.” 

W. J. Muckle, president of the Wis- 
consin Shoe Retailers’ Association, told 
the association that the retailers wish 
to cooperate with the chiropodists for 
their mutual benefit and would aid in 
the educational work which the chir- 
opodists are to carry out. He said that 
the retailers want to fit their customers 
to footwear that is just right to pre- 
vent the foot diseases which are so 
prevalent today. 

There were several exhibits of cor- 
rective shoes at the convention. 





Fire Damages Shoe Store 


BALTIMORE, Mp. (UTPS)—A fire of 
undetermined origin which started in 
a tailoring establishment located on 
upper floors damaged the store of the 
Manhattan Shoe Shop, 308 West Balti- 
more Street. Following rebuilding of 
the building the shoe shop will be re- 
opened according to present plans. 
George Tellum is manager of the shop. 





Another Gallenkamp Store 


SAN Francisco, CAL. (UTPS)—The 
Gallenkamp Co., which operates a 





has 


chain shoe store organization, 
leased another store on Market Street, 
San Francisco, formerly the home of 
the San Francisco Bulletin, an evening 
newspaper, which has moved to larger 


building. 


Factor with Tober 


DENVER, CoLo. (UTPS)—Ben Fac- 
tor, formerly with the Fontius Shoe 
Co., has taken over the management of 
Tober’s new Sixteenth Street store. In 
a recent announcement, Tober’s said: 

Mr. Factor had been associated with 
the Fontius Shoe Store for about 
twelve years. He is a young man, 
thoroughly acquainted with the details 
of the shoe business and takes up the 
duties as manager with the best inter- 
ests of the industry and patrons at 
heart. He is especially interested in 
the science of correct shoe fitting and 
will personally supervise the fittings 
at this new store. 








Lazarus Again Heads 
Ohio Retail Council 


CoLUMBUS, OHIO (UTPS)—The Ohio 
Council of Retail Merchants, repre- | 
senting through affiliated state and lo- | 
cal associations more than 20,000 stores 
in Ohio, at the annual meeting held 
October 4, reelected Fred Lazarus, Jr., 
of the F. & R. Lazarus & Co., Colum- 





bus, president, to serve for the coming 
year. This is the sixth time that Mr. 
Lazarus has been elected to that posi- | 
tion as he has headed the council since | 
its organization in the fall of 1922. 

Eugene Geismer of Cleveland was 
reelected vice-president and Frederick 
H. Rike of Dayton, a member of the 
firm of the Rike-Kumler Co., was re- 
elected treasurer. George V. Sheridan 
was reelected executive director with 
C. E. Dittmer and Samuel Davis, as- 
sistant directors. 

Resolutions were adopted pledging 
the closest cooperation with the Na- 
tional Retail Council, headquarters of 
which have just been moved to Colum- 
bus with George V. Sheridan, manag- 
ing director. 








Joel Gutman Co. Stages 
Successful Style Show 


BALTIMORE, Mp. (UTPS)—Origin- 
ally designed models of combinations in 
patent and suede, patent and black 
lizard, plain patent colt, brown suedes 
combined with brown kid, colored kid, 
lizard, and a large number of other 
models in one-strap and other effects 
were featured during the Fashion 
Revue staged by Joel Gutman & Co. 
Thirty-three models for fall wear were 
shown during the revue as the correct 
modes for the season. The show lasted 
two days with two shows on each day. 
More than a dozen living models dis- 
played the shoes and other fall wear to 
the best advantage. Many merchants 
and buyers attended the event as well 
as women. 

S. D. Siegel, buyer of footwear for 
Joel Gutman & Co. designed all the 
models. Mr. Siegel follows this prac- 
tice in the merchandising of his depart- 
ment and during his tenure of office as 
buyer he has met with signal success 











by doing this. 


Massachusetts Merchants 
Meet October 26 


_Boston, Mass.—The _ semi-annual 
dinner meeting of the Massachusetts 
Retail Shoe Merchants’ Association 
will be held on Wednesday evening, 
Oct. 26, at 6 p. m., at the Hotel Statler, 
Boston. At this meeting, important 
matters pertaining to association work 
will be discussed. A. H. Geuting, pres- 
ident of the National Shoe Retailers 
Association, and Donald W. Bolt, 
chairman of the Ways and Means Com- 
mittee of the N. S. R. A. $4,000,000 
campaign, to make men more shoe 
conscious, and thereby create in them 
a desire to buy more shoes, will give 
talks. Madame Hamilton Jeffries, 
footwear style expert, who during the 
past two years has staged style revues 
at the B. F. Keith and the Keith-Albee 
Boston Theaters, will talk on “Foot- 
wear for Fall and Winter in its Rela- 
tion to Costume.” Cal J. Mensch, 
managing director of the Middle- 
Atlantic States Shoe Retailers’ Associ- 
ation, will talk upon the benefits of 
association work throughout’ the 
Middle-Atlantic States. 

It is expected that this will be a 
large meeting. There will be many 
invited guests, among them being the 
members of the Boston Retail Shoe 
Salesmen’s Association, and other 
salesmen of Boston, whose interest in 
their work has been recognized by de- 
partment heads and proprietors of shoe 
stores. The officers and directors of 
the Massachusetts Association have 
stressed the importance of every mem- 
ber attending this meeting, and of 
bringing as their guests several of 
their salesmen, in order that the in- 
spirational messages of the speakers 
may create in both merchants and 
salesmen greater co-operative effort, 
and a greater understanding of the 
program of the National and State 
organizations. Henry E. Hagan, sec- 
retary and treasurer of the Massachu- 
setts Retail Shoe Merchants Associa- 
tion, with headquarters at 535 Statler 
Building, Boston, is in charge of the 
dinner tickets and of the general ar- 
rangements for this “get-together.” 





Baltimore Experiencing 


Active Shoe Demand 


BALTIMORE, Mp. (UTPS)—Activity 
in women’s fall footwear is now well 
under way with many shops and shoe 
departments experiencing a good de- 
mand for the season’s favorites of black 
patent leathers in plain effects as well 
as in combinations such as lizard, etc., 
black and brown suedes, brown kid and 
velvets. 

O’Neill & Co. is linking up with the 
football season by featuring shoes es- 
pecially suitable for sports wear. In 
their offerings are included lizard calf 
sports pumps in brown and in black 
featuring tiny buckles on side strap 
for $12 and Meadowbrook oxfords of 
chestnut brown lizard calf and in beige 
and in black for $13.50. 

Hess is featuring shoes at $10 for 
‘every hour of her day.’ Ifcluded in 
the group are cut-out oxfords of 
patent, black and brown suede and tan 
calf; one-strap pumps of patent leather 
and front-strav pumns of patent leath- 
er, poised on high spike heels. 
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EVENING SLIPPERS IN STOCK 


SILVER and GOLD KID 
WHITE SATIN Jair cry costume 















232 A-1 Silver Kid Seamless Opera, Short Vamp, Spike aoe, C. .$4.35 e = ee 85 
232 A-3 Silver Kid Seamless Opera, Short Vamp, Baby Heel, C..$4.35 258 X-6 Gold Kid One Strap, p nee —_ — eg ; Y 85 
283 As Silver Kid Seamless Opera, Modified Last, Spike Heel, 258 X-O Gold Kid One Strap, Modified , y Heel, O...... 8: 

096666090020 SCOS 6060s OSS SOC CC OOS SCOR OSOC SS CORCCSC0e8 $4.35 25851 White Satin One Strap, Short Vamp, Spike Heel, C...... 3.60 
asia A-6 Giver Eis Gesaiess Cpere, Mediied Lest, Baty Bes, 25853 White Satin One Strap, Short Vamp, Baby Heel, O...... 3.60 
a= } ae Gold Kid Seamless Opera, Modified Last, Spike Heel. 25856 White Satin One Strap, Modified Last, Spike Heel, C...... 3.60 

TTT ITT Te ee Tee $4.60 25850 White Satin One Strap, Modified Last, Baby Heel, O...... 3.60 


28251 White Satin Seamless Opera, Short Vamp, Spike Heel, C..83.60 
23253 White Satin Seamless Opera, Short Vamp, Baby Heel, C..$3.60 
23256 White Satin Seamless Opera, Modified Last, Spike =e 
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ERE are six smart, salable 
models that should enable — 2274-1 suver_x1a_D'orsay Opers, 


Short Vamp, Spike Heel, A-C..$4.35 
tak f ay 4 ncgy t_» 9 - ty we se 
™ ort Vamp, y Heel, C..... ot 
you to e care of every re 28757 White Satin D'Orsay Opera, 
Semi Balloon, Spike Heel, ae 
264 A-1 Silver Kid Fleurette One 23751 White Satin D’Orsay Opera, 


gin, Siow Yann” Solve urs = quirement of your trade, — “ster Yim, spt’ me "Xs 


264 A-3 Silver Kid Fleurette —? 


Strep, Short Vamp, Baby Hel Shown in the exact materials 


eee eee eee ee ee eeeeeeeeeee 


meray. Modified ‘Last, Spike Heel, 

rap, 8 . 

odsis site kit ices the fashionable world approves 
stzee, Modified Last, Baby Heel, 





for this season. 


Send in your orders at once, 
so you can have these shoes on 
hand when the demand comes. 





20251 White Satin Regent Opera 
Short Vamp, Spike Heel, C....83.60 
20253 White Satin Regent re) pera, 





Short Vamp, Baby Heel, C. 3.00 

258 A-8 Silver Kid One Stray, Fat 22941 White Cab. co t Opera, ‘e* rt 
‘ue white TL tas Waka tee ap epike dice. o.. » 83.50 

i b. t a, Short 

Ankle, Baby BEB............. $3.85 —. a Dab, Regen "Oper giant 


Lazarus Fried & Sons, Inc. 
Established 1879 
New York, N. Y. 7 





118-120 Duane St. 
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St. Louis Retail Trade 
Now Better Than Usual 


St. Louris, Mo.—Business for the 
week was reported better than normal. 
This report comes after the latter part 
of the previous one, which experienced 
the severest tornado this city ever had. 
Fifty million dollars approximates the 
damage suffered by the residents of 
this city. 

Thursday, Friday and Saturday of 
storm week were decidedly affected by 
crippled transportation facilities which 
were restored partially late Friday 
and Saturday. Indications for the 
early part of the present week, how- 
ever, are that there will be an increase 
in trade, some of which is the replen- 
ishing of shoes and wearing apparel 
lost in the storm. Fortunately, retail 
shoe merchants were not affected and 
business as usual prevailed through- 
out the downtown district. 

The style note to be reported for the 
week is that merchants agree that 
black suede is cutting into the sale of 
patent. This is the first time for 
months that a statement of this char- 
acter could have been recorded. Black 
suede is good in all stores and practi- 
cally all grades. Its prestige is on the 
increase and already large operators 
have re-ordered on good patterns. 

With black suede, mention is made 
of a more than fair demand for brown 
suede. However, few merchants have 
bought brown for September selling 
but are covered for November and 
later October merchandising. Black 
satin is coming and some increase is 
registered. 


A. Louis Sohmer Shoe 
Shop Is Formally Opened 


BALTIMORE, Mp. (UTPS)—The A. 
Louis Sohmer Shoe Shop, 418 North 
Charles Street, has been formally 
opened, making an interesting addition 
to the retail shoe field of Baltimore. 
This shop will devote its business ex- 
clusively to featuring Wilbur Coon 
Shoes for women. 

The building housing the shop was 
formerly occupied by the Select Boot 
Shop, conducted ‘by Brady and Boylan. 
It had been completely remodeled on 
the parlor plan. The front part of the 
shop where customers are served is 
fitted up like a parlor with furniture 
appropriately and tastefully arranged. 
The rear portion of the shop is utilized 
for the stock. The general appearance 
of the shop is in keeping with the loca- 
-tion, exclusiveness being the keynote. 

The shop is owned and maintained 
by A. Louis Sohmer, who, for fourteen 
years, had been buyer of footwear for 
the South Broadway branch of Hecht 
Bros. Mr. Sohmer is well known in 
retail shoe circles and his many busi- 
ness associates and friends wish him 
well in his first shoe business venture. 


Providenee Salesmen Meet 


PROVIDENCE, R. I. (UTPS)—Sales- 
men of the various stores of this city 
were guests of the Rhode Island Shoe 
Retailers’ Association at a meeting 
held in the store of Thomas F. Peive & 
Son. About 40 shoe dealers, in addi- 


CAN YOU TELL ME, CHILDREN, 

ps OPENING THAT NEW 
T-VAMP SHOE 

IN THE ROOSEVELT Hore,? (> 


MISS PITTSBURGH 


with her golden key, will officially open the 


newest Parisian Hotel, 


Bootery, Roosevelt 
Penn and Sixth St, Friday evening, “Inspec- 
tion Night,” promptly at 7:45. 


PITTSBURGH, PA. (UTPS) — When 
S. B. Levine and S. B. Barack recently 
opened their new Parisian Bootery in 
the new Hotel Roosevelt in Pittsburgh, 
they dramatized the inaugural of the 
new shop by having the door opened 
with a golden key, by Miss Mary Mill- 
nack, a Pittsburgh beauty, who repre- 
sented her city in the Atlantic City 
bathing beauty contest. The opening 
was announced in the novel manner 
shown in the reproduction of the news- 
paper ad above. The picture shows 
Miss Millnack with Messrs. Levine and 
Barack, just before the formal open- 
ing of the new store. 

In addition, Miss Liberty and Miss 
Schenley, two other beauties repre- 
senting city districts, were engaged to 
model shoes for the first customers, 
and Miss Anne Forest, leading lady of 
a theatrical production playing at the 


Pitt Theater, was persuaded to ap- 
pear and buy the first pair of shoes in 
the new establishment. 

The new shop has a special hosiery 
department, which is presided over by 
a young lady who is an expert in the 
matter of helping customers choose 
the proper hosiery for their needs. 
Van Raalte silk hosiery from $1.65 to 
$3.95 is handled exclusively. 

The new shop is as ultra-modern as 
the decorative arts can make it, with 
hidden illumination, black walnut pan- 
eling standing out against rich ef- 
fects in chrome or art plaster, with 
chairs all Colonial art pieces, each dif- 
ferent in color and design, numbering 
twenty-four in all. 

A human-interest note is lent this 
well-conceived shop by the fact that it 
is located at the very same corner on 
which S. B. Barack, partner of S. B. 
Levine, sold papers fifteen years ago. 

Both partners are exceedingly grati- 
fied by the splendid response the store 
has brought. 








tion to the salesmen, were in attend- 
ance, 

H. E. Gardner, manager of the 
American Leather Company, Boston, 
spoke on the manufacture of s 
leather and on conditions in the hide 
market. E. A. Hendricks spoke on ad- 
vertising. 


Golden Rule to Operate 
Chain of $4.60 Stores 


NEw York, N. Y.—A new chain of 
stores has been organized on a co- 
operative basis and plans a policy of 
expansion during the next few years 
that will make it one of the largest shoe 
chains in the country. Executive offices 
of the company are at 121 Duane Street. 

Just as the Golden Rule factory at 
Lynn, Mass., is run on a cooperative 
basis, with every worker and owner a 
booster, so the new chain of Golden 
Rule stores will also be cooperatively 
owned and run. The slogan of the new 


organization will be “Worker Owner- 
ship. Wearer Satisfaction.” 

e following cities are already as- 
sured of a Golden Rule store: Richmond 
Hill, L. I.; Flushing, L. I.; Astoria, 
L. I.; New Haven, Conn.; Lynn, Mass.; 
Jersey City, N. J. 

The idea behind this organization will 
be to present the very latest in foot- 
wear style at the price of $4.60. 

Lawrence Schoen is active in the or- 
ganization of the new chain. 


Childress with Clark 


RICHMOND, VA. (UTPS)—L. P. 
Childress, formerly connected with the 
Propst-Childress Shoe Company and 
the Roanoke Shoe Company, both of 
Roanoke, Va., has accepted the position 
as manager of Clark’s Shoe Store, also 
of Roanoke. Mr. Childress has had a 
varied experience in the retail shoe 
business and is possibly one of the 
most widely known shoe men in South- 
west Virginia. 
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|f this story appeals to you 
write us to-day about 
YOURSELF 


One of the greatest joys of my life is 
the knowledge that our Company 
has given hundreds of men their 
“big opportunity.” This joy in- 
creases as I realize that the growth 
of the organization and its further 
expansion increases the number 
of these opportunities. 
Rec? 
c™ 





WENTY-FIVE years ago, at the age of 26, with savings 
of $500 earned as a clerk, J. C. Penney opened a cash- 
and-carry store in Kemmerer, Wyoming. 

It was a small store, on a side street, in a small mining 
town. Everybody predicted failure. But that little store sold 
$29,000 worth of merchandise the first year. Mr. Penney did 
not own the store, but he was manager and had an interest. 

“The owners gave me their confidence and a share in the 
profits, and the store has prospered,” he thought. ““Why 
wouldn't the same plan work with other men?” 

So he bought out his partners and opened two new 
stores. He put in as managers men who had worked for 
him as clerks. He let them have an interest. Under his 
guidance he let them fight their own battles, work out their 
own salvation, just as he had done. 

One after another, young men went out to new stores, 
proved their mettle and rose to prosperity. To-day the chain 
— C. Penney Company department stores—still on a cash- 
and-carry basis—is the largest in the world. That first store 
has grown to 885 stores. The $29,000 sales of the first 
year have grown to $150,000,000 this year. 

This story may help you to picture the sort of opportun- . 
ity the J. C. Penney Company offers young men who start 
with it now. We are constantly opening new stores and 
needing young men who can be trained to —- them 
and become co-partners. We do the training and «supply 
all capital. The starting salary is good, the rewards of man- 
= ip are salary p/us a share in the profits of your store 
plus an opportunity to share in the profits of a// the J. C. 
Penney Company stores. 

What we require is experience in selling men’s wear, 
> or shoes, age from 25 to 35, a good education 
and a determination to be a first-class modern merchant. 








res? 
pros Demands 


this New and Better 
Shoe Form! 


NEW and better method for keeping slippers 

beautiful . . . a lightweight, attractive form of 

shell-like Fairylite that fits slippers like, “hand 
in glove.” That is the new Fairy Last. 


At last you can offer your customers a shoe form 
which will do a real job. Unlike all heavy, crudely- 
made shoe trees which push the delicate leathers out 
of shape, Fairy Lasts fit perfectly because they are 
molded over actual lasts to fit slippers of all sizes and 


types. 














4 
When we say there is no limit to the success such men may 
attain, we mean just that. Fair L as | 
‘ ‘ : : 1 
If you are interested in this story and what it may mean K Slit ma ‘ 
for you, you are invited to write us confidentially. Give your ee l g 
age and experience and ask for our new booklet, ‘Your rs p p p ers ew c 
- h ll a pair of ladies’ slip fi i 
Next Ten Years. edi adie — Fairy Lasts yy h on = tn 
Address onally Wm. M. Bushnell at our New York . a an oe Te sone customers will be delighted 
° . ° 1 ese new and novel shoe torms. 

office or E. M. DeMoss at our St. Louis office— whichever is _ Write today for further details of our interesting proposi- 
nearer you. tion for dealers on the Fairy Last. C 
r 
s 
The Sh rm ’ 
The J.C. PENNEY Company e Shoe Form Co., Inc. 
Auburn, N. Y. n 
330 West 34th St., New York City, Room 1502C Fairy Lasts are fully wang + ee American and Foreign si 


1010 Pine St., St. Louis, Mo., Room 1049C 
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Rochester Merchants Now 
Pushing Men’s Footwear 


RocHESTER, N. Y. (UTPS)—Spurred 
by the inspiring address of Donald 
Bolt, of the National Shoe Retailers 
Association, at a meeting of the Ro- 
chester Shoe Dealers Association here 
last week, members of the association 
are pushing with extra zeal the sale of 
men’s shoes. 

A marked increase in advertisements 
featuring men’s shoes has been noted 
during the past week and according to 
reports these advertisements are al- 
ready producing results in sales 

Mr. Bolt, chairman of the ways and 
means committee of the national as- 
sociation, outlined the association’s 
plans for increasing the sale of men’s 
shoes in an address before the Roches- 
ter dealers at the Sagamore Hotel. 

William C. Habberley, of Boston, 
field representative of the national as- 
sociation, preceded Mr. Bolt to the city 
aud spent some time here conversing 
with Rochester shoe dealers and solicit- 
ing their cooperation in the national 
campaign. The Rochester Shoe Dealers 
Association has not acted yet upon the 
proposition. 

Practically all stores are featuring 
biack oxfords for men in many attrac- 
tive models. McFarlin’s during the 
past week introduced “Sir Harry.” a 
plain tailored oxford made by Forbush. 
lt is offered in a new shade of dark 
brown imported Scotch grain leather or 
black cordovan leather on a plain toe 
last. It is priced at $10. McFarlin’s 
is one of the few stores featuring high 
topped shoes, such as were worn in the 
good old days before prohibition and 
jazz. 

The National during the past week 
introduced a new Bostonian model 
called “Carlton.” The new shoe, priced 
at $7, is a medium weight oxford, very 
stylish and at the same time very con- 
servative and dignified in appearance. 

Eastwood’s is featuring the original 
Haig last in Johnston & Murphy shoes. 
It has medium broad toe. One style in 
black or tan Scotch grain leather is 
priced at $14.50 while another in black 
or tan smooth calf, is priced at $13.50. 
Because of its snappy British appear- 
ance the shoe is a favorite with college 
men, 





Pidgeon Describes Trip 


RocHEsTER, N. Y. (UTPS)—William 
Pidgeon, owner of Pidgeon’s Shoe 
Store, addressed the Rochester Ad Club 
last week on “Four High Spots of My 
Mr. Pidgeon recently returned 
from a tour of Europe and his inter- 
esting account of his experiences 
abroad won the hearty approval of the 
club members. 


Walk-Over Open House 


RICHMOND, VA. (UTPS)—The Walk- 
Over Boot Shop observed open house 
recently at their new quarters at 204 
S. Jefferson Street, Roanoke, Va. 
Music was rendered during the recep- 
tion from 2 p. m. until 9 o’clock that 
night. Many people availed themselves 
of the opportunity to visit the new 
shop, which is located next to the 
Colonial National Bank building. No 
merchandise was sold. 








Conduct *“*Ensemble’’ Sale 


BALTIMORE, Mp. (UTPS)—-A _suc- 
cessful Ensemble Sale has been fea- 
tured by the Baltimore branch of the 
William Hahn Company, 37 W. Lexing- 
ton Street. The Ensemble consisted of 
a combination of pumps, handbags and 
silk hosiery. The combination was of- 
fered for $12.75. In it the customers 
were allowed their selection of any 
shoe selling at $10.50, a handbag of 
antelope, suede, velvet, etc., selling at 
$2.95 and a pair of Lady Luxury $1.95 
all-silk chiffon hosiery. Those who did 
not wish a handbag in the combination 
were given a choice of a pair of $3 
shoe buckles. This is the first time an 
event of this kind has been staged here. 





Didn’t Fill the Bill 


“What's the matter?” said the 
clerk to the Negro man who re- 
turned a pair of shoes. “Don’t 
they fit you?” 

“Dey fits all right,” replied the 
purchaser, “but dey don’t seem to 
put no aidge on mah razor like 
mah old ones did.”—Boston Tran- 
script. 











Winans Co. Installs High 


Grade Shoe Department 


CoLUMBUS, OHIO (UTPS) — The 
woman’s shoe department in the C. C. 
Winans Co., specialty shop at 114 E. 
Broad Street, was opened Oct. 3, under 
very auspicious circumstances. 

The department is operated by the 
Reilly Shoe Co., which also operates a 
similar department in The Fashion, 
Columbus. Joseph M. Ryan is general 
manager of the company while David 
B. Davies is manager of the Winans 
branch. Mr. Davies has been con- 
nected with the department for a num- 
ber of years. 

The department is artistically lo- 
cated in one corner of the spacious 
store room and all of the stock is kept 
in cases, out of the sight of the public. 
The fixtures are in keeping with the 
remainder of the store. Only high 
class shoes retailing from $10 to $25 
are handled, many of which are bench 
made. 





Florsheim Store Damaged 


St. Louis, Mo.—When the tornado 
hit St. Louis September 29 practically 
no down town stores was damaged with 
the exception of the Florsheim store 
at Seventh and Olive Streets. The 
corner window was completely blown 
out, also a great many pairs of shoes. 
C. W. Hubbard, manager, said that 
some shoes were bic. a block away 
by the gale. Approximately 100 pairs 
of shoes were lost. 





Wright Opens Store 


BELOIT, Wis.—The Boot and Bonnet 
Shoppe has been opened at 317 State 
Street here by John Wright, who has 
been manager for the Economy Boot 
Shop at Beloit for the past five years. 








Milo Slade to Open 


Own Des Moines Store 


Des MoINes, Iowa (UTPS)—Milo 
Slade, for the past four years manager 
of the shoe department of The Utica 
Clothing Store, Des Moines, Iowa, will 
open a new shoe store in his own name 
at 310 Eighth Street, in the Davidson 
Building, on or about Nov. 14. 

The room will be remodeled at once 
with a lobby and display windows. 
There will be two entrances, one on 
either side of a central display case. 
The name of the new store will be 
Slade’s Shoe Shop. 

Mr. Slade, before going to the Utica, 
had his own store at 320 Seventh 
Street for eleven years. Prior to that 
time he operated the Slade Shoe Com- 
pany at Boone, which is still under his 
ownership. He has been in the retail 
shoe business for about twenty-five 
years. 

Slade has been very active in local, 
State and the national shoe organiza- 
tions. He is past president of the Iowa 
Retail Shoe Dealers’ Association, as 
well as that of the Des Moines Asso- 
ciation, and has just been elected on the 
Board of Directors of the latter or- 
ganization. 

He is also now on the advisory com- 
mittee on women’s styles for the Na- 
tional Shoe Retailers’ Association. 





Red Goose Store Sold 


APPLETON, Wis.—A. F. Henry and 
H. C. Bartmann of Marinette, Wis., 
have purchased the Red Goose shoe 
store on College Avenue in this city. 
Mr. Henry is a former Appleton resi- 
dent but has been at Marinette for the 
past two years. Mr. Bartmann has 
shoe stores at Marinette and Marsh- 
field and the one here will be added to 
the string. The Red Goose plan of op- 
eration will be discontinued and the 
new owners will carry popular-priced * 
footwear. Johnson’s Shoe Rebuilders 
= continue to occupy a part of the 
store. 





Newark Opens New Store 


DETROIT, MicH. (UTPS)—Newark 
Shoe Stores Co. announce the opening 
of their seventeenth Detroit store at 
13210 East Jefferson Avenue. Sou- 
venirs to visitors and a free pair of 
hose with every purchase will mark 
the occasion. 





New Shoe Stores 


The Boot ‘and Bonnet Shop, 317 State 
Street, Beloit, Wis. 

Samuel Kiamy (The Popular) Sulli- 
van Street, Miami, Fla. 

Lewis. Bootery, 7. S. Main Street, 
Fort Scott, Kan. 

Boston Store, Harvard, III. 

Berlin’s Dry Goods Store, 29th Ave- 
nue and 27th Street, North Birming- 
ham, Ala. 

People’s Bargain Store, 
Mich., shoe department. 

Oscar Holloway, Greenville, Texas, 
shoe department. 

H. P. Nielson, Anthon, Iowa. 

The Shoe Market (Joseph Mexic, 
proprietor), 1514 St. Bernard Avenue, . 
New Orleans, La. 


Plymouth, 








BOOT AND SHOE 








IMPORTANT 


NOTICE 
To the Trade 


The 
ELCO 
SHANK STIFFENER 


(Underside view) 


On Tuesday, Sept. 13th, 1927, 
U. S. Patent No. 1,642,362 was 
granted to Elco Shoe Manufac- 
turers, Inc., for an improved shank 


stiffener. 


This covers the well known and im- 
proved Arch Fitting shoe construc- 
tion which has found great popular- 
ity in the trade and which has also 
been extensively copied. 

The trade is hereby notified that it 
is unlawful to manufacture or sell 
any shoes embodying this improved 
shank stiffener without the express 
permission or license of the Elco 
Shoe Manufacturers, Inc., and legal 
steps will be taken to enforce the 
exclusive rights of the Elco Shoe 
Manufacturers, Inc., in this con- 


struction. 


ELCO SHOE MANUFACTURERS, INC. 


73-81 Stone Avenue 
Brooklyn, N. Y. 


Makers of Ladies’ Fine Footwear 
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NHEARD OF a few months 

ago ... the talk of the shoe 
world today! Spans are too im- 
portant to ignore. 


These new jeweled metal straps 
for women’s pumps are being 
welcomed everywhere as a long 
awaited staple. 


The demand for Spans, fostered by 
advertising in leading style mag- 
azines, assures a rapid turnover. 
Spans also help the sale of the 
opera pumps that they render 
more comfortable and becoming 
than ever before. 


Try Spans on a pair of Regents. 
Notice how easily they snap on 
and off, how flexibly they stretch, 
how greatly they improve the 
pump’s appearance. Then you 
will understand why several 
famous dealers never show opera 
pumps without Spans attached. 


The bear 
Genuine this mark 


B.A. BALLOU & CO. Inc. 


PROVIDENCE, RHODE ISLAND, U.S.A. 
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Four WRIGHT Shoes 


Delivery in twenty-four hours 


Branded “Just Wright” or Plain 








Stock No. 376 
Stadium Last 


Imported brown calf of 
medium shade, heavy 
single sole, rubber heel. 
Right and left overlap 
quarter patterns. 


Stock 375—Same shoe in 
imported black calf. 


Sizes 
A 7%-11 
B 6-11 
C and D 6-11 


PRICE 86.00 


Stock No. 102 
Campus Last 


Brown Calf, medium 
shade, collegiate blucher, 
full double sole, leather 
heel. 


STOCK No. 101 
Same shoe in Black Calf. 
Sizes 
A 7%-11 
B 6%-11 
C and D 6-11 


PRICE $6.00 





Stock 375 
Varsity Last 


Black Holland Grain Ox- 


ford Leather Heel. 


B 7-11 
C and D 6-11 
PRICE 86.00 


- en 





Stock No. 142 


Garcon Last 
Bright, smooth, medium 
shade Brown Calf Oxford, 
smart new pattern, single 





E.T. WRIGHT CO., INC., ROCKLAND, MASS. 
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Nobody has a corner on value-giving. We do not claim 
to make better shoes than the other fellow. @ 





But we do put all the “guts” and all the style into Reliance 
McKays that is possible in shoes of their class. 










Wholesalers who distribute these five 
and six dollar sellers are good judges 
of value. Ask for name of one nearest 


Not only are Reliance 
vou. 


patterns exceedingly 
smart, but Reliance 
Lasts feature a_ va- 

} riety of toes and heel 

| heights, /giving the 

i, line a truly National » a 

{| appeal. ;- z a 

i fb ~he ~ 

} tabaga ty : e 


nig 2 2 


(We sell in 36-pair-on-a-width case lots) 
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SHOE COMPANY 


BEVERLY MASS. 
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THIS striking tribute to the quality 
and efficiency of STERLING Reflec- 
tors for Show Windows, from one of 
the Country’s largest retailers of 
Men’s fine shoes, tells its own story 
in a manner worthy of the considera- 
tion of every Shoe retailer interested 
in good show window lighting. 









Reflector & Illuminating Co. 


Representatives in All Principal Cities 


1413 W. Jackson Blvd. Chicago, U. S. A. 
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C:H-ALDEN COMPANY 
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A SMART TIE FOR FORMAL WEAR 
BENCHER LAST 
Boston Office: lOtigh Street 


Tactory and Executive, Oftices 
ABINGTON, MASS. 
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For Holiday 


Popular Priced No. 300— 
Bunny Lamb 


Infants’, 4/8, 





TAN SHEEPSKIN 
WOOL LEATHER 
SLIPPERS 






No. 400—Tan Wool 
Cuff 





Women’s, 3/7 ...-++- $1.65 
Men’s, 1 


No. 450—Beaver Wool 
Cuff 





Immediate Delivery 





October 15, 1927 








Women’s, td cceeeees $1.80 
Men’s, 












Finest Clipped Shearlings. All Slippers made 
with Outer Chrome Soles. 









No. 300 Made on Our New Patent Process 
No. 400 —with Brown Welting—Reinforc- 
No. 450 ing Insole to Outer Sole. 

det ME ccc r FRIEDMAN BROS. 

PON, TAFE ccviceces 1.05 Est. 1913 





Bush Terminal 33—34th St., Brooklyn, N. Y. 














Henry Lilly Wishes To Announce— 


—That owing to a recent fire in our building at 110 Duane St., 
New York, our semi-weekly auction sales were temporarily sus- 
pended. We are now ready to resume, however, and consignments 
may be sent in the usual way. 


HENRY LILLY CO. 


110 DUANE ST. NEW YORK CITY 
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“The Place to Sell Hosi iery Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” started to preach that téxt to an audience of over 10,000 
attentive merchants. 


The sown seed is growing with amazing rapidity. All over the country shoe merchants are 
putting in hosiery departments. Each month the idea grows bigger. 


So we say to you—the place to sell hosiery easily is to the shoe merchant. 


The Boot and Shoe Recorder, through this Hosiery section, offers a direct approach to the most 
responsive group of hosiery buyers in the country. 


BOOT AND SHOE RECORDER PUBLISHING COMPANY 
BOSTON, MASS. 
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BUCKLE 
TO SHOE 














— ~NSERT 


TO BUCKLE 


Make your buckles 100% saleable by the 
use of improved Victory Buckle Holder. 
Will not harm the pump. Write for name 
of nearest jobber. 


FLEMING & KEEVERS CO., Inc. 
MANUFACTURERS AT 
Northampton Massachusetts 











| Recorder Selling Messages 


4 beautiful gold or silver two-tone polychrome easels 
with your store initials hand embossed. 


EACH MONTH FOR A YEAR 


$ handsome hand designed and strikingly decorated 
cards, each with a real up-to-the-minute selling message. 


600 PRICE TICKETS 
100 sent every sixty days to harmonize with cards. 


ORDER NOW 


Recorder Show Card Department 
189 W. Madison St., Chicago, Illinois 








Manon PRODUCTS 
ORE WALES 


Why do 
Manolis Spats 
gain the confidence 
of our customers? 


For the reason 

that Manolis 

Spats are made 

right, without 

any special 

attachments or 
fasteners. Made with an adjustable strap lined 
with genuine leather. Finished with extra heavy 
braided stay. They cannot bulge. When your 
customer wears Manolis Spats he doesn’t have to 
pull to the center; they will stay there. 


Colors in Felts: 
Fawn, Taupe, Pearl Grey, Brown and Black; doz. prs. 
$11.00 


In Cloth, Style 112: 


Fawn, Pearl Grey, Grey, Beaver and Brown; doz. prs. 
15. 


In Cloth, Style 114: 


Leather trimmed, Hand Sewed Buttons; Fawn, Pearl Grey 
and Grey; doz. prs. $21.00 


In Cloth, Style 117: 


Fawn, Pearl Grey and Grey with Hand Sewed Buttons; 
doz. prs. $16.50 


In Genuine Box Cloth, Style 115: 


Fawn and London Grey, Leather trimmed, Hand Sewed 
Buttons; doz. prs. $32.00 


In Felt, Style 113: 


Fawn and Pearl Grey, Hand Sewed Buttons; dos. prs. 
$13.00 


Manufacturers and Distributors of 
Fine Shoe Novelties 
in Leathers, Rhinestones and Metals 


Rhinestone Vamp Or- 
naments $2.50 to 
$10.50 doz. prs. 


Rhinestone Colonial 
Buckles $11.00 to 
$30.00 doz. prs. 


Metal Buckles $3.00 to 
$4.80 doz. prs. 


Cut Steel Buckles 
$1.00 to $17.00 per 
pair. 


No. 666 


Our newest style flower orna- 
ment, complete with attach- 
ment, doz. prs. $6.50. 


MANOLIS MFG. CO. 
4248 N. Crawford Ave. Chicago, Il. 




























WHERE TO BUY 
Men’s Shoes 


ag 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 
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HENRY LILLY CO. 
220 Duane Se. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Bvery Wednesdsy and Friday 
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BROCKTON cee 
NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


B. W. COOK, Presidents 


Syrecuse, N. Y¥., U. 8. A. 
MEN'S FINE SHOES EXCLUSIVELY 
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Shoe Market News 


in the Boot and Shoe Recorder 





NATIONAL NEWS 


SATURDAY, OCTOBER 15, 1927 


EVERY WEEK 





Little Tornado Damage in 
St. Louis Factory District 


Deliveries Not Affected by Terrific 


Storm 


St. Louis—The St. Louis shoe in- 
dustry shared good fortune with many 
other individuals in not being affected 
by the tornado that wrought terrific 
damage in certain sections of the city. 

The Moore Shoe Co., Johnson, Ste- 
phens and Shinkle Shoe Co., and Brauer 
Bros. Shoe Co. were in the direct path 
of the storm and suffered some slight 
damage to buildings which, however, 
did not hamper production. 

Brauer Bros. Shoe Co. had most of 
the cutting room blown in but fitted 
up their cutting room in an adjacent 
building and were operating in these 
quarters almost immediately after the 
storm. A. J. Brauer stated that the 
factory was running to capacity and 
no delay is being experienced in de- 
liveries. The entire damage will be 
repaired within three weeks. Stocks 
were damaged by water and blowing 
debris to the extent of $40,000 and 
the building $17,000. Two employees 
were seriously injured and three slight- 
ly. Mr. Brauer said everything was 
covered by insurance. 

The Moore Shoe Co. said it was too 
early to estimate the entire damage to 
their building and stocks but immediate 
reconstruction had progressed so rapid- 
ly that operations were resumed on 
Thursday, Oct. 6, one week after the 
storm. According to Fred Marx, sec- 
retary, ample insurance was carried 
to cover the damage. 

Johnson, Stephens and Shinkle Shoe 
Co. was practically unscathed with the 
exception of some broken windows and 
slight damage to the building. The 
damage to the building was estimated 
at about $15,000 and it was stated that 
less than 100 pairs of shoes were lost 
in the gale. 

Lampe Shoe Co., immediately op- 
posite Brauer Bros., received only a 
broken window. Johansen Bros. Shoe 
Co., on the fringe of the devastated 
area, also went undamaged, as did the 
Cunningham Shoe Co., and Boyd-Welsh 
Shoe Co. The Pawnee Wood Heel Co. 
is operating to capacity and suffered 
only slight damage from water. 

To the Red Cross Relief Fund all 
manufacturers were generous con- 
tributors. A few of the outstanding 





gifts were: 
International Shoe Co., $10,000; 
Brown Shoe Co., $5,000; Endicott- 


Johnson Shoe Co., $2,500; Hamilton 
Brown Shoe Co., $1,500; Dave Wohl, 
Dave Wohl Shoe Co., $1,000; United 
Shoe Machinery Corporation, $1,000; 
Pedigo-Weber Shoe Co., $500. Mrs. 
George Warren Brown gave $1,000. 
Donations are still coming in and it 
is expected that the $1,000,000 will be 
raised before the end of the week or 
ten days after the storm struck. No 
outside aid has been asked. 











Novelty Leathers Are 
Continuing in Favor 


LYNN, Mass.—Production of leather, 
in tanneries of Lynn, Peabody, Salem 
and Danvers, is more substantial than 
for some time. Blacks lead. More 
suede is being made than in any for- 
mer season. New metallic glints, in 
the bronze, steel blue, graphite and 
gunmetal tones are coming from the 
tanneries. Metallized reptile grains 
have appeared. One Peabody embossvr 
is running 24 hours a day. The nev 
vogue of bags and shoes to match ‘s 
increasing the business in fancy 
leather. 

A pattern firm of Lynn reports more 
re-orders on patterns than for any 
period since before the war. Sets of 
patterns have been worn out and new 
sets, of familiar designs, have becn 
ordered. This is quite a change from 
the former practice of making 2/0 
cases of shoes by a set of patterns, 
and then discarding the patterns to 
make room for patterns of a new style. 





Novelty Overshoes 





This year the Converse Rubber Shoe 
Co. has introduced two novelty over- 
shoes. The Nan, carried in both ankle 
height and low slide fastener styles, is 
made of goat’s hair cloth, a European 
creation which has the advantage of 
being easily cleaned by use of soap and 
water, and if necessary, a scrub brush. 
While the texture is very hard, the ap- 
pearance is sleek and stylish. The Al- 
sace is another novelty made from a 
fine quality smooth finished worsted. 
Both of these shoes have pure gum tap 
heels of special compound, further re- 
inforced inside with a piece of sole 
leather, a cork innersole, and a light 
colored checked fleece lining which will 
not soil the stockings. 





$500,000 Gain for Brown 


St. Louis, Mo—Brown Shoe Co. 
for the third consecutive month, has 
shown a gain of $500,000 or wore. 
September shipments exceeded _ the 
same period of a year ago by $51°,000. 
T. F. James, sales manager, be! ieves 
October will duplicate the record of 
the past three months with a sul stat- 
tial increase. 
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To Exhibit N. E. Products 


HAVERHILL, Mass.—When the Asso- 
ciated Industries of Massachusetts 
open their second annual exhibit of 
quality_ products at the Copley-Plaza 
Hotel, Boston, Oct. 18, to continue for 
three days, the Haverhill shoe industry 
will be prominently represented. Jo- 
seph C. Kimball, former president of 
the Haverhill Shoe Manufacturers’ As- 
sociation and senior partner of the 
shoe firm of Kimball & Sherman, heads 
the Associated Industries, which has a 
substantial membership in this city. 
Among the exhibitors also will be the 
Rickard Shoe Co., and the Dalrymple- 
Dudley Co., both of this city. The 
Rickard company will have on exhibi- 
tion its latest creation in turn and 
weit footwear for women, while the 
latest offerings in shoe ornaments will 
be the specialty of the Dalrymple-Dud- 
ley Company. 
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Selby Shoe Co. Celebrates 
Is Fiftieth Anniversary 


PORTSMOUTH, OHIO—The Selby Shoe 
Co. is fifty years old and has celebrated 
its golden anniversary by issuing an 
attractive gold folder giving a brief 
history of the development of this big 
business. And what is more important, 
it has dedicated a new and thoroughly 
modern addition to its parent plant 
here, adding 150,000 feet of floor space 
and providing for its employees a gym- 
nasium and auditorium, bowling alleys, 

' shower baths, billiard rooms, etc. 
; The first Selby factory was opened 
' in 1877 in a small loft in this city. 
Four years later, heads wagged dis- 
couragingly when a three-story build- 
ing was rented and power machinery 
installed. But heads wagged to no 
purpose as ten years later, in 1891, was 
built the first unit of the now immense 
factory. In 1909 a plant was built at 
Ashland, Ky., for cutting and stitching 
uppers. In 1921 another stitching de- 
partment was located in Ironton, Ohio. 
This later was expanded to take in the 
complete manufacture of McKay foot- 
wear and, in 1926, the company’s model 

McKay factory was built there. 





More Employes for Menzies 


NEw LONDON, W1s.—Twenty-five 
employees are to be added to the force 
of the Menzies Shoe Co., here within a 
short time when several new machines 
for cutting and sewing are installed. 
The company already has a force of 
125 workers. Everett Boatman, super- 
intendent, predicts a good business for 
the winter, as the company has plenty 
of advance orders and the training of 
unskilled help is going on at a rate 
which will bring about an increased 
— The company has only 

m operating its factory here for 
about a year and the present produc- 
tion is 600 pairs a day. 





Move New York Office 


New York—The New York office of 
the Wolpert-Adler Shoe Co. of Boston, 
Mass., has been removed from the Mar- 
bridge Building, to 110 Reade Street. 


Bresnahan Heads N. E. 
Shoe and Leather Fair 


























William H. Bresnahan 


Boston, Mass.—The directors of the 
New England Shoe and Leather Expo- 
sition and Style Show, Inc., sponsor of 
the annual Boston shoe and leather 
fair, held a special meeting at head- 
quarters, 166 Essex Street, Boston, 
October 5, retiring President Buford 
H. Jones presiding, for the purpose of 
perfecting an organization. 

On recommendation of the nominat- 
ing committee, the following officers 
were unanimously elected: 

President, William H. Bresnahan of 
the Bresnahan Shoe Co., Boston; vice- 
presidents. Charles T. Heald of the 
Stetson Shoe Co., South Weymouth: 
Maj. Charles T. Cahill of the United 
Shoe Machinery Corp., Boston, and 
Paul O. MacBride of the Milford Shoe 
Co., Milford. 

Thomas F. Anderson was appointed 
executive director in addition to his 
duties as secretary of the corporation. 

Herbert T. Drake of the W. L. Doug- 
las Shoe Co.. Brockton. was elected di- 
rector to fill a vacancy. 

The new president was introduced 
by the retiring president, and ex- 
pressed his anpreciation of the honor 
conferred on him. Mr. Bresnahan is 
one of the “progressives” of the New 
England shoe industry, and a povular 
leader in the younger element of the 
trade. 

Announcement of the date of the 
1928 Boston Shoe and Leather Fair and 
of the working committees will be made 
later. 





Change Name to “Tretco”’ 


BALTIMORE, Mp. (UTPS)—The cor- 
porate name of the Robert E. Tubman 
Company, 113 W. Lombard Street, 
manufacturer of ladies’ and children’s 
shoes, has been changed to the Tretco 
Shoe Corporation. The trade name of 





Jack Sperling is in charge of the local 
office. 


the shoes manufactured by this con- 
cern is Tretco Shoes. 









WHERE TO BUY 
Men’s Shoes 


CE 


50 STYLES IN STOCK 
Ready for Delivery on the Det 
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HAND TAILORED’ 
HAND LASTED 





BROCKTON, MASS. 


STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetson 
te Be Snappy” 
THE STETSON SHOE CO., Ine. 
Seuth Weymeuth, Mass. 
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WHERE TO BUY 
Standard Shoe Materials 


—~ 





est Virginia 


Recommended for Counters, 
Innersoles and Heel Reinforcers, 
Pulp Products Department 
WestVirginia Pulp& PaperCompany 
troit New York Chicago y 
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Tekes and 
tains «a 





























Strong and Flexible 


eC Counter Board 
Tt 
125 vy 


The Sterling Fiber Board Ce. 


i Lm Caen, 6501 Fifth A 
ew York —— 












































BOOT AND SHOE RECORDER 











WHERE TO BUY 
Ballet Slippers 








MEN’S ENGLISH SPATS 
Also Domestic Grades 
Write for Samples 


LYONS & COMPANY 
122 Duane St. New York City 








In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane St., 
New York, N. Y. 











EW 





ALLETS 
and B Turn, Vici Kid 


















Improved In Stock 
Seft Tee: Child's $1.15 
Misses’ $1.20; W . 
1.25. Hard Tee: Child's 
G3; Misses’ $2.30; 
‘omen’s § $2.35. 
Alse Better Grades 
Lg gg Sil a 
18 Stock 134 W. Sway, New  Yerk 
on q Everything In Slippers 
BALLETS 
$1.15 Wos. $1.10 Miss and Child’s 


Hard Tee $2.25 Wes. $2.20 Miss and Child’s 
White-Pink Kid Pink-Black Satin 25c. extra 
TURN BOUDOIRS 
Black Kid $1.00 Quiited Satin $1.20 
Kid Beudeirs RIGHT -LEFT LASTS $1.10 and $1.20 


The VOGUE SLIPPER CO., Haverhill, Mass. 








SLIPPERS—IN STOCK 
of the unusual kind 

Bi62 Bik. Glazed Kid, Soft Tee 
Child’s 6 te ti—$1.35 
Misses 11/2 to 2— 1.40 
Women’s 2/2 te &— 1.45 


Also Hard Tees 


SCHWARTZ «a ssERDER, Inc. 
Specialists in Ballet Manufacture 
241 No. 11th St., Philadelphia, Pa. 


BALLET 













HAND TURNED, BLACK KID 
BALLET SLIPPERS 





In 8 
Womens, $1.35; 
Misses’, 30; 
Children’s, $1.35 
Mail orders prompt- 





Send fer 


Samples attended to 
MOTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 














Onienge, 11. 








Do You Know? 


That you can buy or sell it through 
the ere to Buy” columns. 
feature in its quick service is a time 


saver in meeting immediate needs. 


Burtman-Rondeau Co. 
Expands Selling Space 


Boston, Mass. — Burtman-Rondeau 
Co., in its new sales headquarters at 
179 Essex Street, has doubled its space, 
with a large frontage and two en- 
trances on the ground floor, where are 
distributed at wholesale its large stock 
of novelties in women’s shoes, and job 
lots in women’s, misses’, children’s and 
boys’ shoes. It also occupies two floors 
above the ground floor for stock stor- 
age. This concern, which has shown a 
rapid growth during its five years of 
existence, is operated by two young 
men, A. Burtman, president and sec- 
retary, and H. O. Rondeau, vice-presi- 
dent and treasurer, who attribute their 
quick rise in the wholesale shoe indus- 
try to giving good values. Mr. Burt- 
man will continue to spend much of 
his time outside in buying, while Mr. 
Rondeau will be “the inside” man. Joe 
Marcus, who has had a valuable expe- 
rience of 20 years with S. Rosenberg 
& Co., has charge of buying and sell- 
ing, and will cover New York City—his 
old territory—Mr. Marcus’ duties in 
his new connection will be practically 
similar to those of his former, S. Ros- 
enberg, connection; H. Clickstein will 
cover the South for Burtman-Rondeau 
Co.; Louis Rondeau will make occa- 
sional trips to Philadelphia, Balti- 
more, and Washington; S. L. Cantor is 
job lot buyer. Mr. Marcus in a recent 
interview said that their new move 
meant, not only a better service, but 
even better values to their trade. He 
says that black and brown suedes and 
straps are the best sellers; that patent 
leather and pumps are the second best 
sellers; he says that the 20/8 heel is 
also a “good bet” on novelty numbers. 





Reynolds Expands Plant 


PROVIDENCE, R. I.—The Reynolds Co., 
manufacturers and importers of shoe 
ornaments, has outgrown its present 
floor space and has taken on 4000 addi- 
tional square feet at its present loca- 
tion. The company is installing new 
and up-to-date machinery and equip- 
ment to increase facilities for the 
manufacture of metal and rhinestone 
shoe buckles, dress and hat ornaments. 

Since the return of William Rey- 
nolds from Paris a separate depart- 
ment for imported cut-steel shoe 
buckles has been created. When abroad 
Mr. Reynolds purchased a large quan- 
tity of new styles and the increase in 
this part of the business now makes 
necessary a special department for 
this type of merchandise. 





Lilly Auctions to Resume 


New YorkK.—Following a suspension 
of the regular auction sales by the 
Henry Lilly Company, well known auc- 
tion sales house of 110 Duane Street, on 
Sept. 22 because of a fire, repairs have 
been made and the sales will be re- 
sumed commencing Oct. 15. While the 
fire was not directly in the Lilly estab- 
lishment, a considerable part of the 
= of merchandise was damaged by 

re. 

The temporary suspension of, opera- 
tions by the firm was the first in its 

















long history in New York shoedom. 











Credit Men to Be Hosts 


MILWAUKEE, WIis.—The Milwaukee 
Shoe Credit Men’s Associatiort will take 
an active part in receiving and enter- 
taining the credit men from all 
branches of industry and business in 
Wisconsin and Upper Michigan when 
they meet in Milwaukee on Oct. 25 for 
their thirteenth annual conference. It 
will be an all-day session and 500 are 
expected to attend. Among the speak. 
ers will be A. Seidenspinner, Sheboy- 
gan; I. B. Davies, Delavan; Heber H. 
Pelkey, Appleton; and Judge Henry 
Graass, Green Bay. An invitation has 
also been sent to Stephen I. Miller, for- 
merly of the American Bankers’ Asso- 
ciation, who is the new secretary-man- 
ager of the National Association of 
Credit Men. 





Cincinnati Factories 
Working on New Samples 


‘CINCINNATI, OHIO.—Most manufac. 
turers state they have been, for the 
past several weeks, making from one to 
three hundred pairs more daily than 
they are manufacturing at present, al- 
though this does not mean that business 
is the least bit dull. Some factories 
have started making up samples for 
next spring and will have them ready 
for inspection in November. Suede in 
brown and black is drawing a nice vol- 
ume of orders; alligators a few; kid 
and calf are both going good and pat- 
ent predominating. 

The welt shoe business has shown 
a greater increase during the past 
six months than ever before in a like 
period, Fred Roth, advertising man- 
ager of the Roth Shoe Manufacturing 
Co., reported. The Roth factory is out 
of the rush it was in for several months 
but continues to run leisurely at capac- 
ity. Black is very good, with dark tan 
bringing in the second largest portion 
of orders. Brown, in small quantities, 
continues to be called for regularly, 
but merchants have not yet determined 
its exact status and are a little cautious 
about placing large orders and stock- 
ing up to excess. Kid, calf and suede 
are all in popular demand at the Roth 
factory, and patent retains the lead. 
Spring samples will be ready for in- 
spection next month. 

The Riesenberger, Wolf & Peck Co. 
are enjoying a nice volume of orders on 
black and brown suede, according to 
C. M. Riesenberger, president of the 
firm. Black patent remains the best 
seller, but tan and black calf and kid 
are going much better than was antici- 
pated. A few orders call for alligators 
and fewer still for lizard, and the rep- 
tile family as a whole is not as popular 
as it was expected to be 





Big Shoe Order Placed 


BROCKTON, Mass.—Treasurer Lars 
Peterson of the Brockton Cooperative 
Boot & Shoe Co. of this city has suc: 
ceeded in increasing its sales of shoes to 
the Kennedy Co., Inc., chain store cloth- 
ing concern by 4000 pairs. The Ken- 
nedy company has carried the loca! line 
of shoes for several years and the new 
contract is the largest yet made. More 
than 6000 pairs will be needed, it 
stated, for the coming year. 
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From Shoes to Insurance 


Boston, Mass.—Arthur C. Stern, 
for over 33 years connected with the 
shoe trade, and a large part of that 
time as sales manager for various shoe 
manufacturers, recently decided to be- 
come an insurance specialist. Mr. 
Stern says that he has always had the 
insurance “bug,” and if he had not 
entered the shoe business as a very 
young man, and if he had then under- 
stood as much about insurance as he 
has known in latter years, he would 
have certainly specialized in this line 
long ere this. He now represents The 
Mutual Benefit Life Insurance Co. of 
Newark, with headquarters at Room 
405, State Street, this city. 


Men’s Trade Holding Up 
in Milwaukee 


MILWAUKEE, WIS.—Some manufac- 
turers of footwear here have been ex- 
periencing a very good volume so far 
for the fall season, but others again, 
are noticing a lull, due principally to 
the bad weather. It appeared for a 
short time during the last half of Sep- 
tember that there would be cold 
weather which would increase the re- 
tail business. This lasted for only a 
few days however, and then there en- 
sued a period of almost two weeks of 
rain. The manufacturers are looking 
for a quickening up in the market this 
month but it depends upon the weather. 
The men’s business is holding up very 
well. All manufacturers foresee bright 
prospects for the rest of the year. 

The B. B. Shoe Co. reported that 
business had been off late in Septem- 
ber and early in October, due to the 
weather, but George O. Peterson looks 
for it to come along better now and to 
go at a good rate for the balance of the 
year. Mr. Peterson said that the trade 
is still taking black patents and this 
leather is about 90 per cent of the sales 
of the company, as it has been all sea- 
son. The gunmetals are fair, while 
browns are moving slowly. The ties 
and tie effects and straps are being 
more favorably received than any other 
style, he says. 

Robert Dempsey, sales manager for 
the Weyenberg Shoe Manufacturing 
Co., reported that their business is mov- 
ing along splendidly with the volume 
about equally divided between black 
and tan. There are few grains mov- 
ing and the company is not pushing 
them very hard, Mr. Dempsey said, be- 
cause they are too expensive in the 
popular-priced lines. There is a big 
volume being done on work shoes, he 
reported, and the Weyenberg company 
has sufficient orders now to carry it 
along through the rest of the year at a 
good production. 

‘Theodore F. Vogel, president of the 
Rich Shoe Co., states that their busi- 
hess is very good and the trade is tak- 
ing every style that is good looking. 

r. Vogel reported that suedes have 
been the heaviest movers so far in both 
the black and brown shades. Cubans 
and other types of heels are being 
taken in about equal quantities. He 
thinks there is a good outlook for the 
shoe business for the rest of the year. 





Production Holding Up 
Well in Lynn Shoe Factories 


LYNN, Mass.—The business outlook 
continues bright here. The Chamber 
of Commerce reports a gain of many 
millions of dollars in the value of 
Lynn’s manufactured products, es- 
pecially goods of the shoe, leather and 
allied trades; also a consequent gain 
in the volume of retail trade. One 
shoe firm, of the Lynn district, has 
alone increased .the value of its pro- 
duction by $1,000,000. It makes staples, 
too. There are a score more shoe man- 
ufacturing concerns in the Lynn dis- 
trict than a year ago. 

A clean and encouraging gain is 
being made by producers of better 
grade shoes. Most of these firms are 
well sold ahead. One Lynn firm is 
changing over from popular to fine 
shoes. It will make fewer pairs, but 
each pair will be worth 25 or 50 cents 
more. A higher skill in shoemaking, 
as well as better materials, will be em- 
ployed. 

Soles are from five to ten cents a 
pair higher than last spring, and up- 
per leather costs from five to ten cents 
more a foot, for familiar grades, with 
the newer grades of fine fashionable 
leather at a high level. Business keeps 
good in face of advancing prices, which 
amazes some manufacturers. 

The matter of “getting more shoes 
fitted right” is having more attention, 
for several firms are making more 
lengths, as well as more widths. 


Newdick a Statistician 


HAVERHILL, Mass.—Edwin Newdick, 
who recently retired as neutral arbitra- 
tor in the local shoe industry, has be- 
come associated with the Irving Fisher 
Syndicate, New Haven, Conn. Mr. 
Newdick for the present will give three 
days each week to investigation and 
consultation work for the Fisher or- 
ganization, the Karsten Statistical 
Laboratory, and the Index Number In- 
stitute, founded by Prof. Fisher. The 
remainder of the time for the present 
will be devoted by Mr. Newdick to 
ee gd work in Boston in connection 
with the shoe industry. As a trained 
statistician and industrial engineer of 
long experience Mr. Newdick is pe- 
culiarly fitted for his new endeavors. 


Horning with Moore 


St. Louis, Mo—M. W. Horning is 
the general superintendent of The 
Moore Shoe Co. He was for 21 years 
connected with the International Shoe 
Co., and was chosen by the manage- 
ment of The Moore Shoe Co. from 
among numerous applicants, on ac- 
count of his splendid qualifications. 
Mr. Horning began his activities with 
The Moore Shoe Co. last May. 


Best Season Yet 


LYNN, Mass.—“Judging from our ob- 
servations, as well as from our own 
activity,” says W. F. Hooley of the 
W. F. Hooley Shoe Co., “this will be 
the best season yet for fine dress shoes, 
such as those for party and ballroom 
wear. We are well sold ahead.” 


WHERE TO BUY 


Men’s & Women’s 
Slippers 


DP the Better Grade 
For the Better Tradey 





PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 Bway 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


$27.00 per doz. and Up 


Oateleg 
on 








Men's All Leather House Slippers 
IN STOCK 








Send for samples. 
ROTH & ROSENBERG SHOE OO 
124 N. Srd St., Philadelphia 





WHERE TO BUY 


Miscellaneous 





STUDY CHIROPODY 


Make $5,000 to $15,000 a Year 
Become a Doctor of Surgical Chiropedy. The 
enly uncrowded field. Study at largest foot clinic 
in world. Faculty of physicians, surgeons, chirop- 
odists. Fincst lab ries and ip Four- 
teenth successful year. Entrance requirements, 4 
ears high school or equivalent. Course, 2 years. 
ext classes r. Opportunities to earn way 
whi ying. Write for catalog. Dept. B. 


ILLINOIS COLLEGE OF CHIROPODY 











1327 N. Clark Street, Chicago 





WHERE TO BUY 
Children’s Shoes 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Beston Office: Statler Bidg., Room 532 
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WHERE TO BUY 


Women’s Novelties 


_——— - ~~ 








4 
The “Bootee” answers a ; 
country wide demand in 
Black Patent.—Gun Metal, 
pat. trim, Cuban and 
18/8 spike heel. 
Price $3.20. 


Samuel Cohen Shoe Co., Boston, Mass. 















Latest Styles at 
Popular Prices 
in Stock. ~ 
ST-NEW WRK Cry 














FEATURE $4 RETAILERS 
$3.00—10%—20 days. 
Express Allowed 








Patent Leather, Black Vel., 


Lea 
Ki 
7 aa Black Satin, Kaffor Kid 
Black Satin Also One Strap. 4 ways as 
Black Velvet | above. Kid Lined, leather 
High & inners, French Corded, 
no cutouts, Sa. | Spike and Cuban, 3-8. 


Other snappy novelties continually In-Stock. 


Aronson Lros. Shoe Co., Inc. 
213 Essex St., Boston, Mass. 














WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 
FIXTURES 


SA 


Cc. L. GOODWIN & CO 
WORCESTER ne Be i 





WHERE TO BUY 


Shoe Price Ticket Holders 


i eel lei 





ame es 








POLLY CLIP 
For Shoe Price Tickets 
TILTS AT ANY ANGLE 
Now by first 
. Refund if 


OLLINGER CO. 
Bl 


416 Victoria Bldg., St. Louis, Mo. 














Edwin Clapp Sales “‘Meet”’ 
Ends with Field Day 


East WEYMOUTH, Mass. — Sales- 
men’s Week at the Edwin Clapp 
factory, East Weymouth, Mass., was 
brought to a close with a Saturday 
fun fest when all the _ factory 
employees, salesmen and executives 
met at the Clapp Memorial Field in 
East Weymouth where luncheon was 
served. The first event was a ball 


game between girls’ teams representing | 


two different sections of the factory. 
The game lasted for three innings and 
ended with the score of 4 to 3. An- 
other ball game of five innings, the 
teams representing still different sec- 
tions of the factory, ending with a 
score of one to one and prizes were 
divided equally. There were: potato 
races, peanut races and 50 and 75 yard 
dashes. These events were run off by 
both men and women. Two especially 
interesting numbers were a golf driv- 
ing contest for women and a putting 
contest for men. None of those entered 
in these numbers had ever played golf 
and that is sufficient description of 
their efforts. The contests ended with 
a tug of war. During the entire after- 
noon, a band played from the porch 
of the Clapp Memorial Building while 
directly under this porch, a large force 
was busily engaged in serving refresh- 
ments. 


Florsheim Protected by 
Federal Court Ruling 


CuHIcAGO, ILL.—The final decree en- 
tered by Judge Wade in the United 
States District Court for the Southern 
District of Iowa, Davenport Division, 
in the case of The Florsheim Shoe Co. 
versus The Clinton Shoe Manufactur- 
ing Co., fully protects the words— 
“The Florsheim Shoe” as the valid, 
registered trademark of the plaintiff, 
and decrees that the words—The 
Flor-Sheen,” “The Florsheim,” or any 
like word, or words; or any colorable 
imitation of The Florsheim Shoe Co.’s 
registered trademark; or any name 
similar to the name Florsheim; or any 
act, or thing, or the use of any name, 


Stock Numbers 











WHERE TO BUY 


Heel Protectors 








Ang 
PRICE $7 

162 Unien St. 
MEMPHIS, TENN. 











word, or device, which may be calcu- 
lated to induce the belief that the de- 
fendant’s products are the plaintiff’s, 
and infringements, and that the de- 
fendant be restrained from the use of 
such names, or practices, or trade 
marks. 





Bond Shoe Co. Expanding 


LYNN, Mass.—Bond Shoe Co. ha 
taken another floor in the Realty Build- 
ing at 278 Broad Street. It is increas 
ing its production to 4000 pairs daily 
all smart style shoes. It started less 
than three years ago, then making 300 
pairs a day. John H. Goldberg is presi 
dent of the company and manager o! 
the factory. Harry Schvey, of New 
York, is treasurer of the company. H: 
merchandises the product. 





New Firm Starting 


LYNN, Mass.—Styler Shoe Co. start- 
ing at 680 Washington Street, is mak- 
ing health shoes, all Goodyear welts, in 
sizes up to No. 10 and widths from A 
to EEE. The factory has been fitted 
up with one of the finest welt equip 
ments in Lynn. Shoes will be carried 
in stock. Max Halpern and Frank A\!- 
pert, who used to be with the Standard 
Shoe Co., of Lynn, and the Travers 
Brothers, of the Travers Shoe Co., 
make up the new company. 


for Every Pair 


[CONTINUED FROM PAGE 51] 


the sales slips are taken and an entry 
is made in the stock book. This is 
simply writing the date and price re- 
ceived under the number sold. 

To illustrate, say a pair of 6% B, 
stock A240 is sold. The number would 
be A240-24 on the shoes and on the 
sales slips. The size on the stock sheet 
is checked off by writing the date in 
pencil under the figure “24.” If a pair 
of shoes is returned to the factory, the 
date is written in red ink. 

Shoes are either in stock or checked 
off. There are no two ways about it. 
If a question. arises between a customer 
and the store as to whether a charged 
shoe has been returned or not, it can 
he settled by determining if the partic- 
ular pair is in the house or not. Such 
incidents are very rare but may cause 
annoyance unless satisfactorily settled. 





Naturally, Mr. Kay has: a few other 
books which he keeps, as he works on 
a retail cost system of perpetual in- 
ventory. Then, as his store is depart- 
mentized, the sales, losses and gains 
are shown by departments and not by 
the store as a whole. There is no wait- 
ing six months to find out how things 
are and why, for the weak spots show 
up at once. 

“If one hasn’t the necessary vi‘al 
figures always on tap, one is apt to 
delude one’s self. Often the awaken- 
ing comes too late,” concludes Mr. Kav. 
And to prove the value of his figures, 
he spread his records out for the past 
ten years, showing he sharp decline 
after the war and the steady upward 
increase until the last month’s sa’es 
and profits topped those of the boom 


period. 


= 
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Established 1894 


IN STOCK 
Patent Blucher with Dri-Sole 


Stock No. 

1201 Sizes5-8 Spring Heel 
12025 Sizes 8%-11 Rubber Heel 
12035 Sizes 11%-2 Rubber Heel 


Also Tan, Gun Metal and Golden Elko 


TRUITT BROS., Inc. 
Binghamton, N. Y. 


Incorporated 1904 











~ The Smart 
GRIP Oxford Buckle 


Women Are 
Wearing 
Fastens and conceals 
laces without tying. 
Detachable. Sells in- 
stantly, because it not 
only appeals to the 
eye but is practical 
as well. 





HOW IT WORKS: 
Open cover and slip laces 
in slot; gather laces under 
cover and close. This will 
fasten and conceal laces. 











Write for Trial As- 
sortment of a Dozen 
Pairs and Display 
Card. 


AMBECOR 


CORP. 


321 Broadway —_ 


New York City i 
s) . uckie 




















BRooKs TOE SLIPPER 


i TOE SLIPPERS 
BOX TOES 
618 BLACK KID 
Women’s 2% to 8 $2.80 
Misses’ 11% 
Child’s 6 to 11 


No. 608 
PINK SATIN 


Women’s 2% to 
Misses’ 11% to 


€ 
SHOE 
Street webeu-tetstene: i. 





Unsurpassed Value at a Price! 


A fine turn shoe with flapper heel for misses and 
women at a sensational price—$4.25 in stock. 


The reason we can. afford to offer this shoe at such 
a low figure is because we produce it on a volume 
basis. Nothing is sacrificed to give you quality plus— 
best materials and skilled workmanship. To appreci- 
ate this offer, send for samples. 


IN STOCK in Patent Leather and Black Kid, $4.25 


Sizes 1-8, Widths A to D. Extra widths and 
other materials to order. 


SEND FOR SAMPLES 


Cz 


Established 1887 
209 West 48th Street 








New York City 








rx 
Always Dependable 


You can always depend on the quality 

of Greeley Boudoirs. They are every- 

day slippers for household wear and 

have leather or rubber 

heels as you prefer. Black 

or colored kid in stock 

for prompt delivery. If 

IN your jobber cannot sup- 


STOCK ply you—write us. 


36 Pair Cases Deliveries At Once 


A. W. GREELEY 


12 Duncan Street - - - Haverhill, Mass. 
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Otherwise insertion will be put over to the following week’s issue. 








Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 


POSITIONS WANTED When advertisers desire answers to come in our care 
4< per word. Minimum Charge 75c. twelve words must be allowed for address. When ed 

LINES WANTED , vertisers desire replies forwarded direct to their addres 

nu Minimum Charge 75c. each word of their address must be counted in the ad- 
"oe inl: Ueda Chagp $2.39 vertisement and paid for accordingly. 

ALL DISPLAY SPACE Payment in advance is required, except when regular 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED SALESMEN WANTED 


HELP WANTED 











An opportunity presents itself which should appeal to a South- 
erner who has already established a following—or is making 
excellent strides in establishing a following among the leading 
successful shoe merchants in the South. We are a growing or- 
ganization manufacturing a quality turn shoe that bears a stamp 
of originality—a product which is receiving a profitable reception 
wherever it is sold today. If you have been successful and are 
seeking an opportunity to improve your earning capacity, write 
us at length, and in confidence. 


HARRY SMOLEN & CO., Inc. 
24 BOERUM STREET BROOKLYN, N. Y. 


Industrial Engineer 


Excellent opportunity for indus- 
trial engineer, thoroughly ex- 
perienced in manufacturing high 
grade _ shoes. Knowledge of 
practical production control, 
_ scheduling and routing, stores 
and material control, wage in- 
centive essential. Give full data 
regarding experience, age, etc., in 
application. Address D-102, 
care Boot and Shoe Recorder, 
239 W. 39th St., New York City, 
N. Y. 














Middle West Manufacturer of Children’s, Misses’ and 
Growing Girls’ Shoes 


whose line is well known, is expanding its sales organization. 
It will be glad to receive applications from shoe salesmen who have 
a retail following. We have openings in Ohio, West Virginia, Ken- 
tucky, Arkansas, Oklahoma, Texas, Nebraska, Kansas and Missouri. 
Our salesmen know about this advertisement. Write in strict confi- 
dence, giving full details as to lines carried. Address D-95, care 
Boot and Shoe Recorder, 189 W. Madison St., Chicago, Illinois. 











WANTED—Salesmen with established trade 
to carry a medium priced — 


If Your Business Is Quiet . ° ;: cago 
Why not make a change? Many men are bos g ‘Middle West." my beste refer- 
making good money in the life insurance ence in first letter. Address D-65, care Boot 
jusiness. e can offer unusua Boston. 
proposition to few men “of "teadien as Recorder, 207 South St., . 


Factory Wants Man For Selling 
End 


This Middle West factory, making a men’s 
and boys’ specialty line of established 
reputation, needs an experienced man to 
handle selling end. Must invest at least 
enough in business to give line working 
interest. For particulars, address D-94, 
Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, lll. 














W ANTED—Experienced man to take charge 
of women’s in-stock shoe department by 
large manufacturer who desires to make a 
change in personnel of department. Must have 
an eye for style and be up-to-date merchandiser. 
Give full particulars and references. Address 
D-82, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


GHOE Manufacturer Wanted—A man who 
™ has had a thorough knowledge of shoe manu 
facturing (men’s shoes) who would like to join 
a party—who has a modern factory, fully 
ee in the South Shoe District. An 
excellent opportunity for a man _ with kick 
Factory experience necessary. Address D-91, 
care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 








Lo ~ age Send full details of your 
Re =| 
en © ee a Se GALESMEN Wanted for Popular Priced Line 
St., Boston, Mass. Men’s and Boy’s Calf Shoes. In Stock 
territory is open North and South Carolina, 
Utah, Idaho and Montana. Only men 
convincing sales records considered. Write fully 
information. New line ready. Address D-104, 


ALESMEN WANTED—Real ucers in care Boot and Shoe Recorder, 207 South St., 
the following territories: ontana_ and Boston, I. 
Idaho, North and South Dakota, Texas, 
Illinois, Ohio, Kentucky, New York. We are XPERIENCED salesmen to represent _Brook- 
manufacturers of one of the oldest lines of lyn manufacturer of exclusive ladies’ Novelty 
work shoes, dress oxfords and McKays, who sells to department and big 
QUALITY line—BIG commissions paid to the volume buyers only. One who follows his 
ght man—established territory—only live wires trade closely and is not afraid to start on com- 
need apply. Address D-71, care Boot and Shoe mission basis until we can see results. Must 
ler, 189 West Madison St., Chicago, have good references and sample room pre- 
ferred. MidWestern and Southern territories 
open. Address D-103, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 














Illinois. 








WQWANTED—Salesman with established trade SALESMAN with reference for wholesale 
to sell up-to-date line of children’s and house to sell general line for retail trade, 
misses’ turn and stitchdown shoes, commission New York City and Brooklyn. Address D-86, 
basis. State references with application. The care Boot and Shoe Recorder, 239 W. 39th St., 
Kepner-Scott Shoe Co., Orwigsburg, Pa. New York City. 





SHOE BUYER—For women’s, children’s and 
men’s shoes, basement and upstairs depart- 
ments selling popular priced shoes. A rapidly 
——« middle west store has an excellent 
ition for an experienced man, not alone 
Cor but a merchandiser and sales promoter 
The man we want must have been a depart 
ment manager in a large department stor: 
during thé past five years. State age, names 
and periods of past employments, salary t 
start and duties of a shoe department manager 
Address D-99, care Boot and Shoe Recorde: 
207 South St., Boston, Mass. 





POSITION WANTED 


POSITION WANTED—Live wire; buyer. and 
merchandiser, knows all markets, either 
hi-grade or popular price. Highest type refer- 
ences. Can uce turnover and ts. 
Address D-69, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 
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~ POSITION WANTED POSITION WANTED 








WANTED TO PURCHASE 








FOR MANY YEARS 


I have been in the employ of Rice & Hutchins 


as 
Assistant to the General Manager 

Salesman (a successful one) 

Salesmanager 

Advertising Manager 

I am now looking for a position. 

Do these years of faithful service to this nr 


me to your attention? 
Harold P. Smith 
10 High Street, Boston, Mass. 




















Do You Want an Expert FOR SALE 


CASH PAID 


for entire shoe stocks or surplus stecks of 
shues uf vluer meicuandise. Auy yuaatity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Ime. 


622-624 Broadway, New York, N. ¥. 
Phone Spring 1443 








Sell Us Your Left Over 


New York Export Purcnasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








on Sales, Styles and 
Quality? 


I would like to correspond with any 
manufacturer, large or small, who could For Sale 
- my _w~y A ——— among 
the very t trade is extensive; my 4 I O M 
ability to create good selling oo is : in well, ass. 
p Bg RE a , By Several buildings in different parts 
for quality work, I am useful and in of city suitable for Shoe Manufac- 
sales management capable. Can success- turing—Can be bought just now very 
fully assume entire responsibility in the = i. — not be on ye 8 
important departments manfacturing pe it ‘. om up a, — 
women’s shoes, welts, McKays or turns— ~~. with 107 Z ba popular — 
such as styling, selling and quality pro- — plants now operating 
duction; or would assist executive in any ’ 
or all departments. High grade refer- An attractive city in which to lo- 
ences from all past employment. Salary cate. No labor troubles, uced 
secondary importance to good working taxation, low rents and cost of liv- 
opportunity. Address ing. Write at once for particulars 
to A. W. David, P. 0. Box 
GEORGE GREGORY 815, Lowell, Mass. 
1445 University Ave., New York, N. Y. 























FOR. SALE—Inside display fixtures for 400 

SHOE BUYER and MERCHANDISE MAN * pairs of shoes. Also practically new Rem- 

available. Now holding responsible position ington Cash Register, sales to $3.99. Half 
having charge of several stores, would like to rice. Address D-101, care Boot and Shoe 
make connections with department store or ecorder, 207 South St., Boston, Mass. 
chain store es. PR a ~~ a — 
municate wit -90, care Boot an joe OR SALE—Only exclusive shoe store in 
Recorder, 239 West 39th St., New York, N. Y. F Indiana town of 5000. Address D-100, care 
Boot and Shoe Recorder, 207 South St., Bos- 
HOE Manager and Buyer for department or ton, Mass. 

exclusive shop wants to make change. Fifth 
ae 2 - Accustomed = — = 
clientele. years’ experience. ress 4 
care Boot and Shoe Recorder, 239 W. 39th LINE WANTED 
St., New York, N. Y. 














LIVE Wire Shoe Salesman and Buyer of long 
F X yay desires - Cy * with Eastern 
f) . vertiser feels confident to double 
FOR RENT present business first six months. Correspond- 
ence confidentially treated, highest credentials 
furnished, = oe oe a 
OR RENT—Store and floors in the heart of attention. ress D-98, care Boot and Shoe 
F wholesale shoe district. Isidore Sobel, 157 Recorder, 207 South St., Boston, Mass. 











HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy ir 
surplus or slow sellers. Quantities no ob 
Short term leases 
re or phone us. Oorre 
fidential. Eetablished 1890. 
MAX GLAUBERG 
- 436 Grand mage Png 
Iso purchai , bats, furnishing 
gooés, rX, > Dry Dock 0852 











MERCHANT NEEDS 











Est. 1916 


MBERS 





726,88 
th 


3 














Duane St., New York, N. Y. : ; 
Lf pty -" — of igve yay Sock, 
» : , ies Novelty Slippers. Turns or McKays 
P= RENT—Women’s and annoy ot now or both for Southern territory. Strictly com- 
é Saw oH ee in — i Cali. mission. Have a fine line of live accounts. 
gee of 75,00 Bg Add: mn D.96 ronal Best of references. Experienced and competent. 
ornia. ercentage basis. ress 1-70, Care Address D-93, care Boot and Shoe Recorder, 
ae oe eee 239 W. 39th St., 207 South St., Boston, Mass. 

New York, N. Y. 











IFTH Avenue, Bay Ridge. Brooklyn at 52nd INE WANTED — Manufacturers line of 
Foe West Side. Best location for shoes. me mgs Ba” en igor for paar 
Building can be rented on long term lease. — ee ae a or 
B. LYONS, 27 Le Read, Brock? N. Y results. Address D-92, care Boot and Shoe 
4 . a oe Recorder, 207 South St., Boston, Mass. 








FOR SALE FOR LEASE 





: . AMILY illness creates opportunity for five 
SICKNESS necessitates the selling of my shoe year lease, low rental, of modern shoe store 


business established forty years in same : 3 ~ : 
location. Large family store, selling nationally in Boost of city. Write Box 1732, Jacksonville, 
advertised quality lines only; new front and “ 
sutures. ass ease; — 7 ae Rg 
thousand siness annually. ifty miles from . 
iow Verk: growing town. A store that tas Information for Shoe Merchants 

¢ good will of its community, operated under 
up-to-date methods. An opportunity recognized ‘The omeaeas | A @ be ot oe 
as unusual by any thorough A-1 shoe man. to where and what to buy. 
Address D-105, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 

















§o near the Ocean its called 
The Breakers 
§o modern in equipment and 


well conducted it is known as 
one of the Worlds finest Hotels 


ay Pe 
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MERCHANT NEEDS 





MERCHANT NEEDS 
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One of the Two Best Lines Made 











WINDOW DISPLAY FIXTURES 


fusyera_ fa 








Ness SALES ARE MADE ON THE Soe 








Write on Your Letterhead 


The Oscar Onken Co. , cincinnati, 0. 


No. 611 W. 4th Street 






































Solves the problem of where to 
put your shoes. Ideal for Homes, 
Apartments, Hotels and _ Institu- 


tions. 





$1.2 


Retailer 


Made of steel, 
beautiful bronze 
or black enamel 


—20 inch for 
small doors, 24 
inch standard 
size. 


One complete 
Remrak with 
screws and di- 
rections in a 
box. 


Display sign 


with every 
dozen. 


Sell for $12.00 
retall, cost you 
$7.20. 


wy a dozen. They 
sell themselves. 


R. E. MILLER 


21 Pearl St., New York 





finish. Twosizes 








Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 
Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 
Milbradt 
Manufacturing Co 
2416 No. 10th Sect 
ST. LOUIS, MO. 































| ——Vinpow 
DISPLAY FIXTURES 


I SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 




















EYWOOD-WAKEFIELD Shoe 
Store Chairs give the utmost 
customer comfort in the smallest 
space. Our seating experts will be 
glad to help you on your require- 
ments, without any obligation on 
your part. 




















GLASS EYES 











GLASS EYES 


G@. SCHOEPFER 
16-18 West Séth S., 
New York, N. Y. 





KITTEN EVES 

















STORE SUPPLIES 





QSTABLISHED 


LABE LS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


23-271 LEXINGTON AVE, SRODKLYD. ore 
AMERICA’S GREATEST 
SHOE CARTON @& LABEL MFCS 








FNOWN TYPE 


DISPLAY FIXTURE 











**Floater” as Expert 


ROCHESTER, N. Y. (UTPS)—In con 
nection with the observance this month 
of Rochester Products Week, the news 
papers recently carried a story about 
Frank J. Brown, who is observing his 
twenty-third year as a cutter with the 
Artisan Shoe Corporation here, quot- 
ing his as saying that Rochester made 
oe are the equal of any in the coun 
ry. 

Brown is quoted as an expert, since, 
before finally settling in Rochester 
twenty-three years ago he was what is 
known in the shoe trade as a “floater.” 
In that capacity he worked in at least 
a dozen of the country’s principal shoe 
manufacturing centers, including Bos- 
ton, Brooklyn, St. Louis, Philadelphia, 
Chicago, Milwaukee and Cincinnati. 

Starting in the shoe business at the 
age of fourteen as a cutter of trim- 
mings for a Philadelphia concern, 
Brown floated about from one place ‘0 
another for twenty years before se'- 
tling here. He already has forty-three 
years to his credit in the shoe business 
and hopes to spend many more in it. 














October 15, 1927 BOOT AND SHOE RECORDER 














Se ee 


1 E 2 msi 








URING the Reign of Sua Anne the dandies 
THE crude uncom- wore shoes equipped with high red heels and 
hii, |(F immense buckles. They also carried muffs and walk- 


18th century is now a 


laughable memory. : ° 
t&)The modern shoe Ing sticks and even went so far as to wear patches 


looks better, wears of court plaster on their cheeks. A\n indication that 


better and is better 


when equipped with § men as well as women are susceptible 


(elastic—The Quality ar the ‘el oo of fashion. 
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But the Public Be Told and Sold 
on High Prices. 
LOOKING AHEAD TO CHRISTMAS 
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the old one, l 9 tf possible your address label from a recent copy. 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 


BRAHAM LINCOLN said, 

“When my feet hurt, I cannot 
think.” What would he say to an 
age such as the present, when there 
is mighty little thinking? A com- 
plete new cycle of foot interest has 
been developed and we have some 
ultra-modern ideas to present in our 
issue of Oct. 22. When it is possi- 
ble to put into $5 shoes fundamental 
arch principles a complete new 
sphere of service is developed for 
people who cannot afford to pay a 
higher price. 


HIS is the time for the greatest 

emphasis on selling at retail and 
through the retail shoe salesman we 
indicate the possibility of greater 
profits to wind up the year. In the 
search for knowledge we have dis- 
covered that the retail shoe sales- 
man is hungry to get everything to 
help him present the shoe and its 
purpose rightfully to a critical 
public. 


BUYER goes to the shoe mar- 

kets and shares the informa- 
tion with the members of his state 
association. Greater cooperation 
would be difficult to find. 


IHHERE are as many opportuni- 

ties as ever. The young man has 
just as good a chance today to get 
a business of his own. 
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The stcady and ever increasing 
orders {or VULCO-U NIT BOX TOES. over 
a period of many years,can mean but one thing 
—That VULCO-UNIT BOX TOES havea/- 


to be in every way thoroughly 


pro’ rere | 
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